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REALETERIA ARCADE 


of America 





the complete new self-service real estate 
sales plan that can MULTIPLY SALES! 
... to be established by exclusive fran- 
chise in each city, town or community, 
throughout the country. 





THE NEW REALETERIA ARCADE 


e Is a vast expansion of the REALETERIA service now established throughout 


California and in other western states. 


® Now includes two models of the famous REALETERIA master display racks 
. . electric rotating window display racks .. . the sensationally new 
lucite-encased, electrically-lighted, motor-driven ‘Robot Salesmen” for 


placement in markets, hotel lobbies and other busy locations. 


e Now features a new real estate listing and sales plan with complete ad- 
vertising aids, superior to anything of its kind ever created by REALETERIA 
in the past. 


Wanted: Brokers and Representatives 


One broker, or brokerage firm, in each city or community (where REALETERIA servic 
is not now established) throughout the entire country 

Regional Realeteria Representatives to establish exclusive REALETERIA services under 
their own twenty-one year franchise. This is OPPORTUNITY UNLIMITED with the possi 
bility of creating a permanent, substantial income. Minimum franchise investment required 


If interested, write or wire for detailed information, or call in person at the address below 


where you can see REALETERIA in full operation 


NATIONAL REALETERIA, INC. 


969 23rd Street — 


Richmond, California General Sales Office 




















> It’s a proven fact* 











TODAY’S HOMEMAKERS WANT LUC ass 


\ recent survey* among a group of home- 
makers who had built new homes revealed that 
37°. of the interviewees had included glass blocks 
in their building specifications. This 1s typical of 
the desires of today’s homemakers. They want 
more glass When they build they speci y glass: 
when they buy ready-built houses they expx 
it. Whether you are building single houses on 
contract, building a group of units for resale, o1 
just making recommendations to customers, It 
will pay you to include several applications ot 
Pittsburgh Glass. 

There are many Pittsburgh Products which 
will add sales appeal to a house. A picture win- 
dow to admit daylight, bring outdoor beauty in- 
side; colorful Carrara Structural Glass for wains- 


cots of kitchens and bathrooms; “spruce-up 


mirrors; mantel mirrors; and every home needs 
it least one full-length door mirror. 


We will be glad to send you our free illustrated 
booklet showing many ways of using Pittsburgh 
Glass to make a home more beautiful, more com 
fortable to live in. Just mail the coupon below 
and your copy will be sent promptly 


ee —<) 
| Pittsburgh Plate Glass Company I 
| 145-9 Grant Building. Pittsburgh 19, Pa | 
| | 
(Crentlernne 

| Please send me without obligation your four-color | 
| illustrated book showing modern uses of glass in the | 
| hiaptnne | 
| | 
| Name | 
| 

| Address 
| 

| City State ; 
ec ce cee cee ee ce ce ce ee ee ee ee ee oe oe ee oe ee a awd 


*Survey conducted by Small Homes Guide. Analysis and Tabulation by Kenneth B. Colby, Dayton, Ohio, 


PAINTS - GLASS - CHEMICALS - BRUSHES - PLASTICS 


PITTSBURGH PLATE 


GLASS COMPANY 
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“General Electric Equipped” VS 


WHICH SIDE ARE YOU 











BETTING ON? 
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“Bare 


Kitchen” Houses 





Count 1: 
Count 2: 


Count 3: 
Count 4: 


Count 5: 


Bare-kitchen home building 
is already down for the knockout count! 


No house is truly up-to-date without a General 
Electric equipped kitchen-laundry! 


Thousands of home-hunters are enjoying the time- 
saving, worksaving, moneysaving advantages of 
a General Electric equipped home. Thousands 
more are learning to insist upon General Electric 
kitchens—in big and small homes! 


General Electric appliances help sell homes faster! 


General Electric equipped homes stay sold! The 
buyer doesn’t have to load himself down with 
short-term payments on kitchen equipment. So 
he’s better able to keep up payments on the house. 


General Electric equipped homes are within every- 
body's reach—under the “packaged mortgage” 
plan. The price of the kitchen-laundry is part of 
the price of the house. Paying is easier—because 
the cost is stretched out over years instead of 
months—just by adding a few extra dollars a 
month to the home mortgage! 


Count 6: 


Count 7: 


Count 8: 


Count 9: 


Economical General Electric appliances often help 
the homeowner make up this slight extra payment 
in operating savings! A wonderful extra selling 


point for the “packaged mortgage!” 


People prefer General Electric appliances. In a 
recent survey, 51 per cent of the men and 53 per cent 
of the women said they prefer General Electric 
appliances! 

General Electric equipped kitchen-laundries in 
your present project will make your next project 


easier to sell! 


General Electric equipped homes cost you xothing 
extra! 


Count 10: “ener! Electric's Home Bureau can help you 


with planning, promotion, selling! 





p w | 7 
Get on the winning side \ } ray 
Act today to include General Electric £36 > 
: . ; Lin | 
equipment in the next homes and “Qi 2 


projects you build. 





GENERAL ELECTRIC HOME BUREAU 
SUCCESS STORY OF THE MONTH 


W. H. Weaver, Greensboro, N. C., 
builder, always includes General Electric 
equipment in his houses. He says: 
“My last 187 houses were rented prior 
tocompletion. My tenants enjoy depend- 
able, economical and efficient G-E appli- 


ances. That helps rent my houses faster!” 


Make vour next project a fast-selling 


success! Let Home Bureau help—from 


foundation to sales campaign! 


Write to the General Electric Home 


Bureau, 


Appliance and 


Merchandise 


Department, General ElectricCompany, 


Bridgeport 2, Connecticut. 


You can put your confidence in— 


GENERAL @@ ELECTRIC 
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New Eagle-Picher Interior Paints 


— 10 beautiful, modern, pre-harmonized colors 
Sen 5 simplify interior painting 3 ways! — 


prec 
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14 for walls, 
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i ceilings | 
Lil [ aa | 
3 13 ~ = 
| ry ‘ for kitchen, ‘ . AS 
Litany \ | bathroom ae > Y 
aril "hal [ se 
14 + =f 4 
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Mildred McCune, of Mildred McCune, Inc., N. Michi- 
gan Boulevard, Chicago—a nationally recognized 
decorator of residential interiors —says this about AS 
Eagle-Picher interior paints This group of pre- 
harmonized colors is one of the most interesting ideas 
in interior painting in years. With them, it’s easy to 
plan modern, unified color schemes for every room of the house... 
and what's more, you're sure that rooms decorated with these colers \ 
will harmonize perfectly with any color in furniture, drapes and rugs. \\\ 
Truly, these pre-harmonized paints simplify interior painting to the \ 

point where you just can't go wrong.” 


for woodwork, 


cabinets 














i ten colors in this new line of Eagle-Picher paints 3 These pre-harmonized paints are easy to buy and 


were color-formulated to harmonize with each other... apply, also. They're ready-mixed, high quality oil-base 


and with any color in room furnishings. Result? Both paints... self-sealing, cover in one coat, and are wash- 


redecorating rooms and planning color schemes for able. They come in flat, semi-gloss and gloss finishes— 

new homes are simplified so the one line contains a perfectly matching finish for 
walls, woodwork, kitchens and baths. 

2 An attractively decorated property is easier to sell or 

rent. With these paints you can select a color scheme Now you can give a professionally decorated, pre- 


that will enhance the beauty of avy home or apartment harmonized color scheme to old or new rooms. Whether 





... that will harmonize perfectly with the present furniture, 
drapes and rugs ot your prospective clients or tenants! 


A full line of paints ... for every painting need 


high quality paint 
In-Oil * White Lead Paint 
Paint * Primer * Trim colors 


Eagle-Picher manufactures a complete 
line. For extertors: White-Lead 
* Mixed Pigment House 
*Porch and Floor Paint + Stucco and Concrete Paint * Rub- 
ber Base Floor Paint * Shingle Stain * For tntertors: Flat, 
Gloss and Semi-Gloss Quick Dry Enamel + Non-Yellowing 
Enamel * Enamel Undercoat + Penetrating Floor Sealer 
* Quick Dry Floor Varnish * Spar Varnish + Linoleum 


Finish * Many specialty items. 


you offer them for sale or rent, you'll find that the extra 
appeal of a pre-decorated appearance will pay! 


ATTENTION: White Lead and White Lead Paint are 


again available in full supply! 


EAGLE 


' The Ea 


MAKERS OF EAGLE WHITE LEAD SINCE 1843 


ole-Picher Company 


General Offices: Cincinnati (1), Ohio 


PICHER 
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Builder of 150 Homes Reports: 


“25% 
Labor Savings 
with 
__ Plyscord Sheathing” 





“Plywood Sheathing and Subflooring is Stronger,” says Fred P. tosch, 
Buffalo, New York 


| Above: Workmen placing PlyScord W, 
sheathing into place on one of the Tosch 

| houses built in Buffalo. Below: A group 
of the completed homes—stronger, 

| more rigid, more durable because of 


PlyScord sheathing and subflooring 





dewcand gar belie Memb. 
ae Loree heiees /” | 
















| 
| 
“We HAVE UseD Douglas fir plywood PlyScord for 
wall and roof sheathing and for subflooring in about 
ouTemoa-Tret 
GENUINE 150 houses built during the past two years,” says Fred 
Douglas Fir Plywood an 
tle P. Tosch, housing developer of Buffalo, New York. 
PLYSCORG “Cost records show that we have effected a 25° saving 
® SHEATHING in labor. Construction has been speeded too, making 
OFPA. it possible to eliminate many of the problems arising 
INSPEC . — 
from a partially completed building being open to the 
weather. 
PLYSCORD—the sheathing grade of Douglas ‘ i “ _ 
fir plywood—is easily identified by this “grade- “Plywood is stronger, it eliminates the need for corner 
trademark” stamped on the back of every bracing. further cutting costs. Our crews like ply wood 
ponel. For a handy pocket folder, ‘‘PlyScord Te . ; 
for Better Construction,’’ write the Douglas Fir because it Is real wood, easily worked. 
Plywood Association office nearest you: Tacoma e 
Bidg., Tacoma 2, Wash.; 848 Daily News Bidg., “T am firmly convinced that the use of Douglas fir ply- 
Chicago 6; 1232 Shoreham Blidg., Washington . * . W . 
‘sults in a supe ., , ' 
© GL, tee S0D Fah Anan Oldie, tow Sak wood results in a superior structure hen | built my 
City 18. own home, | used plywood for sheathing, roof decking 
and subfloors. It is one of the outstanding new homes 
BUILDERS: in Buffalo.” 
Cut costs and speed construction with 
PlyScord sheathing and subflooring. 
| ARCHITECTS: LARGE, 
Specify PlyScord for stronger, more rigid = LIGHT 
! constuction. Douglas Fir STRONG 
| 


DEALERS: 
Be sure you have adequate stocks of 
PlyScord—the sheathing grade of 
Douglas fir plywood. 


PLYWOOD 
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First in heating ... first in plumbing 
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important jobs 





When it comes to heating and plumbing 
make it American-Stardard all the way! > 


@ You will find that American-Standard is your most de- 
pendable source for both heating equipment and plumbing 
fixtures ... for every product American-Standard makes is ASEBOARD RADIANT PANELS 
8 n-Standard repre 


acing the 
Radiant Pan plact 
bee d form of rac 





backed by research, engineering and manufacturing facilities 


2 els by America’ 
that are second to none. Not only does American-Standard 


© 
jiant heating 

















give you the widest choice of styles, types, models, and sizes, sent an enero Y they become Me eo an inch of . 
but it also is your assurance of the finest quality in both — 708 take up little ™ 

heating equipment and plumbing fixtures. That’s why more penn when recessed 

American homes have heating and plumbing by American- 

Standard than by any other single company. Yes, you'll find ee 

that it pays to “make it American-Standard all the way”! co 

For detailed information about the complete range of prod- \\ 

ucts, contact your Heating and Plumbing Contractor. Amere \\ Ne 

ican Radiator & Standard Sanitary Corporation, P. O. Box VF ‘ 

1226, Pittsburgh 30, Pennsylvania, “aS 
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y Wide-Awake Heating and Plumbing Co. 
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St nly > 
nerican that 0 e sure 
An An one who passes ld of remodel. B o 
tells rigs he homes you buile when he begins t 
sh for the his 169 
enough uts up ¢ 
actor P 


your Contr 
installation. 


Look for this MNfark of Merit 


AMERICAN-STANDARD * AMERICAN BLOWER * CHURCH SEATS * DETROIT LUBRICATOR * KEWANEE BOILER * ROSS HEATER * TONAWANDA IRON 
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THERE’S A 


RIGHT WAY 


TO DO 
EVERYTHING! 


---and there’s a 
RIGHT GRADE of 


| WEST COAST WOODS | 


e . 
e for every building use 
~ 
> ‘ ¥ 
| 
Sound lumber construction at lower cost... every 
builder’s goal...is possible by specifying the least 


expensive grade that fulfills the requirements suitable 
for the purpose. Time-tested WEST COAST WOODS 
are graded to meet your requirements through every 
phase of construction...and cut costs at the same time. 

The market for low-cost housing is limitless. An 
important factor in supplying this market is proper 
use of the lower-grades of lumber. 


Timber is a crop...and grows on tree farms. Lumber, properly 
used, represents less than 20% of the cost of the average home. 





T'S SMART TO BUILD WITH THESE 


WEST COAST WOODS 


10 Jun 1949 





FREE BOOKLET! 


This illustrated booklet “How to Build Well 
and Save Money,” is being offered to your 
prospective customers through national ad- 
vertisements. You'll want 
to get a copy for your 


own information. Han ig 


ay 4 qi 
SEND THE COUPON I el 
TODAY FOR YOUR 
FREE COPY! 


=. 
me 






3 





oh 7 
—— 
peewee n---- -——<—=— j--=—s 
—__t saiemaney | 
WEST COAST WOODS eal 
1410 S.W. Morrison, Room No. 646 
Portiand 5, Oregon 
i Please send me y klet 
I “How to Build Well and Save Money.” 
1 
! 
tN 
' 
i 4 
1 a re 
i 
' Cit : 
I ccionaekinbinsetonensenesauinsieiiniioasaiateiaieni oat 
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New Frigidaire Kitchen Cabinets 


give custom-built results at standard cabinet prices! 


The new Frigidaire Kitchen Cabinet units 
are so flexible in arrangement, permit so 
many different combinations that they make 
any kitchen look custom-built— without ex- 
pensive building alterations or special design- 
ing. Moreover, they combine with Frigidaire 
Refrigerators, Eleetrie Ranges and Cabinet 
Sinks to form efficient. time-and-energy-sav- 
ing work centers. 


Adjoining cabinets provide unbroken 
work surfaces. Any two or more Frigidaire 
base cabinets can be locked together so 
snugly that the joints in the Vitalast work- 
tops can barely be seen. No moldings ot 
fillers are needed, And, as shown at right. 
Vitalast offers advantages that can’t be 
matched by any other cabinet top. 


These beautiful new cabinets include 
eight wall cabinet sizes, six base cabinet sizes 


and a utility eabinet. All have Dulux-finished, 
all-steel bodies that can't warp, swell or 
shrink —that keep drawers and doors work- 
ing smoothly. 


New Frigidaire Cabinet Sinks! The 51- 
inch model has two drainboards. The 48-inch 
size provides two bowls and a space-saving, 
sliding drainboard. Both have stainless porce- 
lain sink tops and Dulux-protected all-steel 
bodies —new silent drawer guides —durable, 
completely concealed hinges. Both sinks 
offer finger-tip sprays, built-in cutting boards, 
rust-proof chromium soap trays and crumb 
cups—in addition to a really large amount 
of organized storage space. For full facts see 
vour Frigidaire dealer. Find his name in 
Classified Phone Directory. Or write Frigid- 
aire Division of General Motors, Dayton 1, 
Ohio. In Canada, Leaside 12, Ontario. 


__. FRIGIDAIRE sazse.-— 
Le —] 


Refrigerators + Electric Ranges + Electric Water Heaters * Automatic Washer + Electric lroner 


Automatic Electric Dryer + Home Freezers «+ Kitchen Cabinets 


Cabinet Sinks + Electric Dehumidifier + Air Conditioners + Water Coolers * Commercial Refrigeration 
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Only Frigidaire 
Kitchen Cabinets 
Have Amazing 


Vitalast 
Worktops 


No other cabinet top material 
offers so many advantages! It’s 
tough, molded composition — 
permanently bonded to the 
steel cabinet top under tre- 
mendous —— and heat 


Easy to clean, waxes beauti 


fully —yet is not slippery 





———d 


Smooth, one-piece work 
surface results when two or 
more base cabinets are joined 





Fireproof, scorch-proof! 
Can't be damaged even by hot 
utensils direct from range 





Water proof, acid proof! 
Completely unaffected by boil- 
ing water, vinegar, fruit juices 





Stain-proof —grease-proof! 
Even hot grease from the skil- 
let can’t stain or mar Vitalast! 





w! 
Resilient! Won't chip dishes — 
yet it can’t be seratched or 
marred in normal kitchen use 


* 


1] 








A NEW 


PA yao vine 


NEW, NEW, NEW! A complete line of vitreous china lavatories by Briggs to add to the 
already outstanding line of Briggs Beautyware plumbing fixtures and brass fittings! 
SMART, SMART, SMART! A wide variety of fixtures and fittings to harmonize with any 
decorative scheme for new homes or modernization work! DIFFERENT, DIFFERENT, DIFFERENT! 
Yes... full of design features you'll find in no other lavatories! COLOR, 
COLOR, COLOR! Sandstone . . . sky blue... sea green . .. ivory. FOUR 


exciting colors. plus white, moderately priced to fit every building budget. 





The new Briggs Beautyware lavatories are: 5 ee Oe). Ss i. ae 


back. wall pattern. with soap depression. A 
great space saver due to its narrow front-to-back 


1 THE WHITTIER (B-3210 HT). 19” x 17”, shelf dimensions. 
back. wall pattern, with chromium towel bars. 4 THE WHITMAN (B-3370 H). 21” x 20”. ledge 
Also available with chromium plated legs. back. with chromium legs and towel bars, soap 


2 THE WHITMAN (B-3310 HT). 20” x 18”, ledge depression. 
back, wall) pattern, with chromium towel 5 THE WHITTIER (B-3270 HT), 22” x 18”, shelf 
bars and soap depression. Also available with back. chromium legs and towel bars. soap 


chromium plated legs. depression. 
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LINE OF 


DcalijWae 


CHINA LAVATORIES 


Low Priel! 


Points of superiority in Briggs Beautyware 
vitreous china lavatories: 

e@ Ample shelf space—“beaded ends and back”—prevent 
side soiling. 

e@ Double front corner concealed overflows with smooth 
underbow! front—no unsightly bulge—installation made 
easier —no cramped quarters. 

@ Deep anti-splash rim—non-splash with valves open. 

@ Deep bowl—greater water capacity. 

@ Special safety-wall-locking feature—“fixture cannot come 
off hangers”. 

@ No-slip hexagonal towel bars—attached to lavatory, front 
and back. 

@ Special easy-fastening methods for towel bars and legs. 


© Attractive fittings—hug the back—black index supply 
handles—quick opening valves. 


e Priced right—smaller premium for color. 


Write for complete details to 


BRIGGS MANUFACTURING CO. 
3033-£ Miller Avenue. Detroit 11. Mich. 
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There’s more of everything in 
the Paine Rezo door, more of everything that you want for 
better building and promotional selling . . . such as extra 
thickness over ordinary doors. There’s more in sheer strength, 
too, more in pronounced dimensional stability — for the pat- 
ented Paine Rezo interlocking air-cell construction provides 
a door so free of “movement,” so free from trouble of any 
type, that it carries an unconditional guarantee of satisfac- 
tory service. 

Inside, outside wherever you can see and measure, there 
are distinct bonus values for builders in the Paine Rezo door. 
Even price goes your way . . . for this premium door costs 
no more to install than a common panel door. All of this 
explains why more than three million are in service today 
everywhere. 

For the Paine dealer in your community, and a detailed 
engineering bulletin, write 


PAINE LUMBER (0..U10. coon 
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One Ad Sells 1600 Acres 


pes INE classified ad touched off a chain 1 
4 action that resulted in more than 3500 inquiries 
trom 20 states, and the sale of 1600 acres of Florida 
palmetto land for W. H. Vernor, DeLand, Florida. 

The ad’s magic isn’t apparent. It merely stated the 
terms ($195 at $10 monthly), the location (“near high 
way and famous St. John’s river in Lake Country”), 
the size of the lots (“24 high dry acres”) and specified 
‘World's best fishing”. Using only one ad, Mr. Vernor 
placed it in 70 metropolitan Sunday newspapers and 
several outdoor magazines. The ads were keyed so the 
pulling power of cach paper or magazine could be 
judged. 

The first piece of promotional material to be sent 
to every prospect answering the ad was a four-pags 
folder headed, “Here's Wishing You Fishing Fever!” 
In the form of a letter, the broadside extolled the big 
fish, the mild climate, the convenience, and the terms 
which could buy a lot in Florida. 

‘Two weeks later, a second piece containing inton 
mation about Florida’s climate, agricultural oppor 
tunities, hunting and fishing, and low living costs was 
sent. In this mailing details of the development, and 
pictures of the nearby lakes were also included . . 
all guaranteed to be true. Limitations of the proper 
tics were brought to the attention of the prospect, 
with careful mention being made of the high cost of 
such home-ventures as food gardens. 

Every prospect was sent a plot plan traced from 
government aerial survey maps showing lakes, lots set 
aside for business purposes, and available properties 
If the prospect did not reply, he was mailed a “credit 
check” which, when endorsed and returned with the 
down payment within ten days, gave a $25 reduction 
in price. 

\ third brochure followed, explaining the progress 
of the project, the problems of surveying, how adver 
tising was being conducted, how roads were being 
built, and brush cleared. Privileges of exchange were 
offered, in case personal inspection by a prospect r¢ 
vealed that the plot selected by mail was not suitable. 


Display Promotes Home Ownership 








Personalized home financing received attractive publicity in this 
recent display of the Suffolk First Federal Bank at Boston. 


Miniature model homes were placed on tilted platforms beamed 
right out to window lookers. Enlarged photos of homes and 
home plans added decoration. Framed at the center was the 


bank’s slogan “Personalized home financing to suit your needs” 
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CCONOINY Lore foe your buyers 


It's a dramatic achievement in low-cost housing . . . the first 
and only factory-built home to offer so many outstanding 
features that today’s buyers want — at such a low price. 
It's the home that's geared to your market for '49. - 
















CHECK AND COMPARE 
THESE OUTSTANDING FEATURES 
@ Full size — 24 ft. wide x 32 


Yes, Mr. Builder, your investigation of the P&H Econ- 
omy Home will convince you that it’s ahead in quality. 
in true value, in the livability that home-wise buyers 
are seeking. 


ft. long 
P&H has solved the housing problem in the common @ Large living room — 
sense way — by providing the sound basic dwelling WW 7" x 17’ 4” 


without unnecessary or costly frills... by the use of 
modern production methods that make the most of 
time, labor and materials. Yet here is the true charm, 
beauty and generous space for comfortable living. 
Add to this P&H’s 15 years in the designing and build- 
ing of mass produced homes, and you have the reason 
why smart builders and developers are making big 
plans in many communities for this year. 

Write, wire, or ‘phone us for full details concerning the 
P&H franchise in your territory. Make the most of your 
opportunity in ‘49 with the P&H Economy Home. 


®@ Joint-free, crack-proof 
interior walls 

@ Choice of 2 or 3 bedrooms 

@ Flush doors throughout 

@ Built with or without 
basements 

@ Choice of heating equipment 

@ Highly rated for FHA 
financing 


HOUSES 


303 Spring Street 
Port Washington, Wis. 


HARNISCHFEGE 


c Bed (eae 
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Investment Protection 
REYNOLDS 


lifetime 
ALUMINUM 
Building Products 


- 





~ i 






% New Stipple-Embossed - 
Corrugated, 5-V Crimp, 
Snap-Seal Roofing, 
Weatherboard Siding ° 
Embossed .004” Built-up 
Roofing * Industrial 
Corrugated * Half- 
Round and O.G. 
Style Gutters and 
Downspouts * 





Residential 
Windows, Casement, 

Fixed and Picture Types + Reflective 
Insulation ° 









Flashing * Nails + 
All Accessories 
* Alumi-Drome 
(all-purpose prefab) 


ction 
; dustrial constr) 
Ta) 


REYNOLDS METALS COMPANY, 


Building Products Division | 


YOU KNOW IT'S NOT 


Louisville 1, Kentucky somnus (Tageme 
eee MAIL THIS COUPON 
Reynolds Metals Company, 
Building Products Division, 

2016 South Ninth St., Louisville 1, Ky. 


From the listing above, ! am particularly interested in the 
following products. Please send complete information. 





REYNOLDS 
Lifetime MUMINUM 


BUILDING PRODUCTS 


’ 
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Name Title 
Company 

Address 

City Zone State 
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Is Your Home Well-groomed For Sale? 


i AVE a carpenter spend a day in your home. Have 
those sticky drawers, loose door knobs, warped 
cabinet doors repaired. 

Fix that slow drip in the kitchen faucet... it’s a 
dead give-away to faulty plumbing. 

Cultivate the garden, and give your lawn a trim 
ming. 

Clear off the back stairs, and try to do something 
to straighten up the attic. 

These are only a few of the suggestions offered to 
persons selling their homes by a four page booklet 
entitled, “Showmanship Helps Salesmanship Sell 
Homes.” ‘The leatlet, prepared and distributed 
through members by the National Institute of Real 
Estate Brokers, is a guide to the right way to prepare 
and show a house that is for sale. 

With the belief that a more attractive-looking hom« 
will not only command a higher price, but be easier 
to sell, the booklet cautions prospective sellers against 
dirty windows, carelessly arranged cupboards, and dis 
orderly closets. 

For after-dark showings, turn on the lights in front 
and throughout the house. And for showings at any 
time, turn off the radio, shut out the dog, and avoid 
embarrassing the buyer with too large a welcoming 
committee. The booklet urges home-sellers to refrain 
from discussing price, terms, and possession during a 
showing, and warns against tagging after the buyer 
on the inspection tour. 

Phe pamphlet is available in lots of 100, 500, and 
1000, and can be imprinted with the name of the pun 
chasing firm. 


Ground Broken for Lockwood Village 
\ ILTON L. Ehrlich, Inc., winner of two recent 


NAHB awards in regional competition, has 
broken ground for a new garden apartment develop 
ment at Roselle, New Jersey. The deve lopment, to be 
called the Warren J]. Lockwood Village in honor of 
the assistant commissioner of the FHA, will consist of 
510 apartments of 34% and 41% rooms. 

Room sizes will be 20°¢ larger than the FHA min 
imum standards, and construction will feature such 
better-than-average details as complete weather strip 
ping, copper screens, and ample tenant storage space. 

The 17-acre Lockwood Village site will only be 16°, 
utilized by the two-story brick apartment buildings, 
the remaining area will be landscaped to include play 
space for children, and parking space. Plans call for 
the construction of a hobby center in the basement 
of the buildings, and a shopping center to serve the 
apartment units. 


How to Get An Exclusive 


EALTOR William Crawtord of Kansas City has 

a good answer for the reluctant owner who hesi 
tates to give an exclusive listing, hoping to sell it 
himself and save the commission. 

He says to the owner, “Of course, if vou do sell your 
own property, you will not save the commission. The 
purchaser will save it. The first thing the purchaser 
expects in buying direct from the owner is that the 
owner will reduce the price by the amount of the 
commission. And the seller alwavs does it. So vou see, 
if vou trv to sell your own property, vou will do all 
the work of which we propose to relieve you and you 
will have no more money from the sale.” 
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Another Housing Development Picks 










Aligeld Gardens, 130th St. and Ellis 
Ave., Chicago. At left, a section of this 





1500 noise-free, longer-lasting 
Gas Refrigerators are installed 
} = in Chicago's Altgeld Gardens 


Satisfying 1500 tenant-families is quite a job. But the Chicago 
Housing Authority found that when it comes to refrigerators, 
the job is easy with Servel. Like all Gas Refrigerators, the 
Servels installed in Altgeld Gardens offer tenants modern 
features plus the only freezing system with no moving parts. 
This story is typical of the experience of owners and build- 
ers nationwide. They find that Servel pays off in tenant 
satisfaction because it’s the only refrigerator that provides 
‘XI silent, worry-free service year after year. And tenants wel- 
come Servel’s many up-to-date features, including 
spacious frozen food compartment, moist-cold and 
dry-cold sections, and big flexible interior. 








Lad 
LONGER 
Lasts Low maintenance costs benefit owners. In- 


stead of moving parts, Servel uses a tiny gas flame 
to produce constant cold. There is no machinery 
” to wear, need repair, or lose efficiency. Upkeep 

The GAS Retrigerator costs are held to a minimum, and operating costs 
Soo remain low—another benefit to owner or tenant, 
depending on who pays the gas bill. See Sweet’s for 
details, or write to Servel, Inc., Evansville 20, Ind. 


STAYS SILENT: -- 
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Mase Both 
SISALATION & SISALKRAFT 


fer insulated DRY WALL conshicction 
a uw ve “y low coil 
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FROM THE 


This modern insulated 
DRY WALL CONSTRUCTION 
meets FHA Vapor-Barrier Requirements 
(Class A, Federal Specifications UU-P-147) 


This new insulated DRY WALL construction 
(SISALATION plus SISALKRAFT) combines in- 
sulation and vapor-barrier advantages at very low 
cost... helps stop passage of harmful moisture 
into walls! SISALATION, bowed in between 
studs, provides TWO insulating air spaces, and its 
reflective surface helps keep homes warmer in win- 
ter, cooler in summer. Heavily reinforced by cross- 
laid sisal fibres, tough and strong, SISALATION 
and SISALKRAFT remain in place, permanently 
and effectively, for the life of the building. Here 
is quality construction with true economy! 


The SISALKRAFT Co., 205 W. Wacker Dr., Chicago 6, Ill. 
New York 17, N. Y. ° San Francisco 5, Calif. 


eeseeeeeceaa: MAIL THIS COUPON NOW! 


' 1 
t The SISALKRAFT Co., Dept... Chicago 6, II H 
# e 
- Please send samples of SISALKRAFT and SISALATION - 
§ for modern DRY WALL construction, - 
r ' 
i ' 
- Name ' 
z ' 
' | 
8 Address 1 
a ‘ 
4 ' 
- City & Zone SE a a ~ 
: a 





‘Modem RY WALL CONSTRUCTION 


mets your endowement 


1S June 





A Real “Believe It or Not’ Sale 

YREDIT goes to Al Schreibman of the Charles E. 

A Fell Company, Atlantic City, for he Iping to com 
plete the most unusual, and gratifying sale in many 
months. 

It seems that an Atlantic City man of modest means 
was being evicted from his house. A woman had pur 
chased it for her own occupancy. In desperate need 
of a home for his family, and with little cash on hand, 
the man advertised in a local paper for “anyone who 
has faith in a family man, and is willing to lend me 
a few hundred dollars with which to buy a home.” 

Believe it or not, a sweet old lady, a total stranger, 
loaned the man. several hundred dollars, and Mr. 
Schreibman secured himself a home with just the 
right down payment. 

But to make a good story even better, the man 
bought the house of the woman who had evicted him. 
So no eviction squabbles . .. the two parties simply 
swapped houses. 


Ad of the Month 


Here’s the Ad 
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In Detroit, Real Estate Builder George Miller introduced his 
new “economy” houses with a newspaper ad which brought 
1,789 people to his model home the first day after the ad ap- 
peared. As a result, more than one thousand of these homes 
have been sold at an average rate of more than 100 per week. 
The houses, ranging in price from $6,290 to $7,950, are built on 
individual lots rather than in large projects. They have two or 
three bedrooms, full basements, steel kitchen cabinets, complete 
insulation, tile floor in bath, gas water heater, gravity coal-fired 
furnaces, complete interior decoration. Note that the ad_ places 
special emphasis on the monthly payments — “Only $33. per 
month.” Miller has built more than 10,000 homes in 30 years 
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“THE PERFECT HOME IS THE ‘BEST-TAKEN’ 


INSTITUTIONAL ADVERTISING WE HAVE USED,” 


Says Fresno Realtor With 38 Years Experience 





FTER being continuously active in Fresno real estate since August, 1911, two years 

ago we were privileged to get the franchise for The Perfect Home,” writes C. K. 
Wakefield, president of Wakefield & Hopper, realtors of Fresno, California. “And it has 
] proved to be the ‘best-taken’ institutional advertising we have used. 


“I personally watch the mailing list and every month have requests from some new 
person, by telephone or from one of our salesmen, to add a name. We started out with 
300, are now using 500, and should really increase it. 


“At the end of the first year we sent a letter to our clients asking if they appreciated 
and wanted The Perfect Home continued and, if so, asked their suggestions for new 
names. Of the 300 letters sent out, 237 cards were returned, all answering “yes” and 
giving us more than one hundred new names. 


“We find no difficulty in getting co-sponsors with us and they, too, are just as enthu 
siastic. The articles and photography in The Perfect Home speak for themselves. The 
‘partners’ in my firm, my son and son-in-law, are just as enthusiastic as myself.” 





Wakefield & Hopper, along with other leading realty, home building and home fi 
nance organizations in hundreds of communities throughout the nation are equally en 


PPREE 


C. K. Wakefield, president of Wakefield & Hop- \ 

per, realtors of Fresno, California, has been it) I * 
active in the real estate business in Fresno con- 
tinuously since 1911. A past president of his 
local real estate board, Mr. Wakefield is now 
an honorary vice-president and member of the 
legislative committee of the California State 
Real Estate Association and a member of the 





ethics and professional standards committee of 
the National Association of Real Estate Boards 





thusiastic about The Perfect Home. They realize that good-will must be developed care 
fully and thoroughly. Families usually buy but one or two homes in a lifetime, and they 
want to be sure that the firm with whom they deal merits and enjoys highest public 
1, confidence. This background selling, this business-building phase of operating a real es 
tate business is vital to success. 





The Perfect Home is designed to perform this task. As Mr. Wakefield explains, “it is 
the ‘best-taken’ institutional advertising” he has used. It makes friends, builds prestige, 
develops third party influence. 


Through The Perfect Home Plan, the cost of sponsoring and co-sponsoring this pro 
gram is nominal. Editorial preparation, art and engraving costs are shared among its 
users throughout the entire nation. Local reproduction and mailing costs are spread 
among the selected, reliable building factors who are invited into the program, and who 
gain in prestige and good-will from its use. 


A limited number of exclusive, annual, renewable franchises for The Perfect Home 
are still available to real estate, home building,or home financing organizations of unim 
peachable reputation. If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 
CEDAR RAPIDS, TOWA 
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fOr 
Crane 
qualit 


—— 


e Take this kitchen, for example. Small... compact... only 
38 inches for the sink. 

But that’s room enough for Crane quality—room to give your cus- 
tomers the name they prefer! Room here for deep double basins, for 
cabinet space aplenty. For Crane Dial-ese controls, just as on the more 
commodious Crane sinks. And commodious is the word! Crane sinks 
range all the way from this 38” Kitchen Pride to the six-foot Kitchen 
Queen. A style for every taste, a price for every budget—and a name 
that helps you sell! 

You'll find this same breadth of line in Crane bathrooms, too. And 
in home heating, Crane supplies everything required for any system 

. hot water, warm air, steam... coal, coke, oil or gas. 

See Sweet’s Builders’ File for selections from the Crane line—and 
be sure to check your plans early with your Crane Branch or Crane 


Wholesaler. 


MOST UNIQUE: The Crane All- America— 
the only countertop with all the features 
of Crane cabinet sinks. Retractable hose 
spray... 4" shelf back... Crane Dial-ese 
controls. 


CRANE 


neres a wa ys fc om 





a. 





MOST COMPACT: The Crane Kitchen Pride— 
double basins in a 38" space! 


MOST LUXURIOUS: The Crane Kitchen Queen, 
America’s finest. Double basins, double drain- 
board—six feet of quality. Available with auto- 
matic dishwasher, General Electric Disposall. 





CRANE CO., GENERAL OFFICES: 
836 S. MICHIGAN AVE., CHICAGO 5 
PLUMBING AND HEATING * 
PRETED = FIT TURES += PIPE 


NATION-WIDE SERVICE THROUGH BRANCHES, WHOLESALERS, PLUMBING AND HEATING CONTRACTORS 


20 June, 1949 
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Stop Defeatist Propaganda 


Me: everyone agrees that the cautious attitude of lending 
a agencies has greatly decreased the active demand for houses, 
new and old. Some say that financing agencies have cut the market 
in half, if not to one-third. 

But many of the lending agencies have done other things mor 
damaging than that. They have carried caution to the point ol 
pessimism, and have spared no pains in telling prospective buyers 
that they are retrenching. Add that sort of talk to what some 
builders and brokers themselves are saying about “prices coming 
down” or “people have stopped buying” and you have the ingredi 
ents for an artificially induced real estate recession. 

Jim Downs reports that his company has analyzed savings ac 
counts, and finds that less than half as many families have $2,000 
in their kitty as have $1,000, and considerably less than half have 
$1,000 as have $500. So, he explains, “Every time you double th 
down payment on a house, you cut your market at least in half.” 
That sounds reasonable. This year the job of selling houses has 
often evolved itself into selling the prospect on parting with th 
equity money — which is where the talk of lower prices hits hardest. 

We have no quarrel with financing agencies who do not want 
mortgage loans. We recognize that real estate money is in compe 
tition with other forms of investment, and the comparison hasn't 
been too favorable laiely. 

But we do object to the continued and unsupported defeatist 
propaganda which is emanating from men in our business — lenders 
and builders and brokers alike — who should know better. 

There is no evidence that our economy is going to pot; the evi 
dence is strong to the contrary. There is no evidence that building 
costs are coming down further; the evidence on that is all to the 
contrary. (See pages 22 to 25.) 

Vincent Bradley, realtor of ‘Trenton, estimates that as many sales 
of real estate are being lost due to what he calls “faith-breaking 
talk” from lending agencies that can be traced to the tightened 
mortgage market. Bradley's advice to men in the business is worth 
reporting. “Never,” he says, “let a lending institution do that (spoil 
a sale by unnecessary talk of retrenchment) more than once. When 
they do it, go where you belong; send your buyers to institutions 
that talk about things going upward, that talk with courage and 
confidence and hope.” In a speech before New Jersey state realtors 
not long ago, he named such sources in his region. 

The demand for housing is strong. Savings accounts are increas 
ing. The scarcity bloom is off the post-war peach, but the fruit is 
still there. New houses are now selling in most cities for more than 
old houses, and the cost of new houses is not coming down 
unless we have a major, cataclysmic depression and that is just 
what we will have if we persist in adding fuel to the flames by 


throwing on your own brand of bear oil, or encouraging money 


Hn editor 


lenders to do it for us. 
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By DAVID D. BOHANNON, President 


David D. Bohannon Organization 
San Mateo, California 


\\ HAT is the direction of housing costs and prices 
on the not too distant horizon? It is so casy to b 
rrtline need by psvchological forces and fear comple XCS 
that I prefer to diagnose the cost and price situation 
by a cost estimating process 

Going down the check list of building materials and 
fabricated items, PE see littl hope ol further price re 
ductions. It may be possible to pick up some surplus 
production, such as was possible on framing lumber 
some sixty days ago. Our great industrial machine has 
finally gone into high gear and is now capable of 
producing far more than in the peak vear ob 1948 
Many plants are going to be forced to cut back their 


volume. Phis, untortunately, will increase the unit 
cost ol production. lo some extent, increased labor 
elhiciencs where labo Is COMIPCUILINE will tend partly 
to offset the higher operating cost facto 

Subdivision land ino many cities tis in strong hands 
Po acquire cheaper land, it is necessary to move out 
or to use land which heretolore has been and is still 


9 





IN BUILDING COSTS? 













‘Of building materials and fabricated items T see little hope 
of further price cuts.” 


undesirable. A cheap lot usually proves to be Lar mor 
expensive when improved with the struct is the 
entire investment is brought to the level of the original 
cheap site due to the factor of marketability. Since the 
consumer is concerned with price, the end result is 
what we are really interested in 

The price a house will sell for is not always the 
sum of all the components which go to make up the 
wtual cost. In the present market, weak builders are 
torced to redouble them cllorts to re duce costs to reach 
down into the broad, highly publicized untapped low 
priced market. Phere is danger that in doing so, both 
location and quality wiil be sacrificed. Sinc> the urgent 
shelter needs have been taken care of. there is no 
longer a supply of buvers who are forced to buy that 
which docs not appeal to them. LE believe that even in 
the lowest price brackets, It is going to be necessary to 
maintain customer appeal 

We must realize, however, that: simple minimum 
nt olf ou 


standard houses are for a substantial seem 
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Potential home buyers of today are deferring 
their purchases because of the publicity that pric- 
es of houses would come down. The fact of the 
matter is that they have come down. The home 
building industry is shaken down to a very solid 
base. There seems little hope of further price re- 
ductions in building materials. Only a major de- 
pression with a large scale unemployment can 
reduce wage costs. Most good subdivision land 
is now in strong hands. To acquire cheaper land 


which 


“To acoeuire cheaner land, 
in turn is expensive.” 


it is mecessary to move out, 


population a great improvement over the crowded 


slum housing they arc is only 
that the cumulative 


duction is 


now living in. It now 
eflect of the 


vetting out ol the 


LOW Price house pro 
talking stage into the 
The evidence ts 
reassuring and, given a re time, will prove 
the ability of private industry to mect the needs of the 
low income group. FELA applications for 1949, for the 
first quarter, have 
an all time high 


By and large, the 


status of actually delivering houses 
asonable 


been in excess of last vear, and at 


potential home buyers of today 
can again deter their purchases, at least, lor a while 
This is going to last as long as these buvers believe 
that they can get price 
Most people are influenced by the considerable pub 
that prices 


fact of the matter is 


a desirable house at a lower 


icity and their own good common. sense 


The 


of houses would come down 


that thes have come down 


\ few weeks ago, Frank Richards, commissioner ol 


FEEA, testificd belore that 


a Congressional committes 
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farther out usually proves far more expensive 
due to poor marketability. Some large subcontrac- 
tors are now bidding for the few large jobs on 
the boards with fu:! realization they will take a 
loss. Builders themselves have shaved their mar- 
gins of profit. Housing costs will probably rise 
steadily during the next ten years. This careful 
analysis of prices and costs by one of the coun- 
try’s fargest real estate builders will interest 
all builders, brokers, appraisers, and managers 


had 


“There would have to be vast and long unemployment to break 
down wage scales.” 


building costs have come down on an average of about 
five per cent since the high of last September. Building 
rials, at the present 
highly competitive prices. For some producers, these 
pric I hie 
position of organized labor does not indicate a lower 
hourly rat though we 
unemployment 


raat time, have been adjusted to 


| 
S Ale dangerously close to basic costs present 


even CX PCTICTIC increased 


Bema isa mighty important factor in buying on 
selling. One of the reasons a small minority usually 
winds up with the big profits is that mass psychology 
Which has a very great influence on prices, builds up 
mark. Phe that 


Plain new ones were 


a momentum and overruns the fact 


inflated prices ol old houses and « 
certain to show sharp reductions as soon as increased 
production caught up with distress demand, is going 
to lool the majority of people has in the 
This rule works both wavs 


express this phenomenon it 


again 
I find it difficult to 
hard 


as if 
pust 


business terns 
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David D. Bohannon, author of this article, knows cost trends 
from first-hand experience as attested by these pictorial views 
of his Hillsdale development. Top of page, an aerial view show 
ing part of the development which will include, when com 
pleted, 3000 homes priced over $15,000, a shopping center, and 
a 705-unit Tithe 608 rental housing project. The $8 million apart 
ment project comprises 30 acres of the total 800 acres. Above 
1 t, street view of some of the comeleted units of the first 
503 started last May. The remainder will be completed in No 
vember and construction is to start on 202 additional units next 
February. Lower right, an interior view of one of the apart 
ments which will rent for between $95 and $144, including all 
utilities, clectric stove, refrigerator, vard maintenance, and ga 
rage. Most of the apartments have individual outdoor patios 
opening off the living-dining area. Above, an attractive en 
trance to one of the units. Each apartment has its own gas-fired 
furnace and individual thermostat control. A’ circulating hot 
water system services the apartments from boiler installations 
located in each apartment of the major building groups. Utili 


ties are underground. Play yards are located throughout project 
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nevertheless, it is the ability to independently diag 
nose, Which is so often referred to as a hunch, or luck 
when one acts against the popular trend, and comes 
out with a good buy, or a successful venture. 

Back in 1934, a banker friend of mine told me an 
instance which may illustrate my point. A young man, 
scion of one of our great industrial families, asked for 
a loan and as collateral, offered a large block of his 
blue chip stock. He explained that he was borrowing 
the money to buy a herd of cattle, not that he knew 
too much about the cattle business, although the cattle 
and the ranch that went with them were of outstand 
ing quality — the reason that he was buying them was 
because they were available at below the long-term 
average cost of reproduction. No doubt, the majority 
of people considered this man mighty lucky when the 
price of cattle went up and up from the low at which 
he had purchased. He was an apt pupil of one of the 
world’s very rich families. No doubt the yvoung man 
had to make up his mind that the 1934 factors of cost 
had really hit bedrock. To those who are astute 
cnough to appraise accurately the turning points, will 
go the advantage. At the present moment, there are 
some well located quality homes that are available at 
what I believe will prove to be below the long term 
price, based upon cost of reproduction. 

Checking off the list of items on the estimate sheet 
one by one, I come up with a conclusion that seems to 
be contrary to popular opinion of the moment. 

We have been talking about readjustment of prices 
for so long that it is hard to realize that some very 
real adjustments have already been made. Currently, 
some large supcontractors are bidding for the few 
large jobs with the full realization that they are going 
to take a loss. They have weighed this against the 
choice of a shut-down and loss of a good organization 
which has become an eflicient hard-hitting team only 
now, alter several vears of trving effort. The contracto1 
is taking a calculated risk, the lesser of two evils. He 
may have a tax-loss carry-over, doesn’t want to go out 
of business, and expects to get some future jobs at a 
profit. This type of bidding has been more general 
than is popularly realized. However, it has developed 
very recently and, obviously, cannot continue for long. 
The amount of slack that can be taken out of prices 
depends entirely on how much slack there has been 
in the line. Many builders have been pulling on the 
line for a long time, and don’t have a great deal of 
slack, if any, to take out. A taut line tows more 
smoothly, so giving the utmost value for the dollar has 
alwavs been a good policy. 

The only hope to get prices below a break-even 
cost, is a lower hourly wage rate, lower raw material, 
lower cost of manufactured and fabricated items, 
including treight. Lam unwilling to predict the kind 
of economic catastrophe it would take to break down 
wage scales — there would have to be vast and long 
unemployment before this would come about. 


fpr price of houses will be down, but not compat 
able houses. There is going to be the appearance 
of much lower pi ices and, in many instances and arcas, 
there will actually be marked improvement in the 
quality, design and value. The building industry is 
not different from other American industry in its 
ability to show constant improvement in techniques, 
use of materials, and architectural variations. For the 
first time in history, the home-building industry is 
organized tor exchange of information, and has made 
umazing progress in the effort to find additional 
economics and architectural improvement. 


I believe the home-building industry is shaken down 
to a very solid basis. It is going to be many years before 
there will be many important architectural changes. 
I believe it is safe to make this prediction because of 
the highly concentrated effort of both ability and 
money to utilize the war-born experiences, which ad 
mittedly accelerated technological advancement a 
decade or more. Under the tight margins of today's 
building profits, the tendency will be to stick to a 
proven line, as research money will be increasingly 
scarce. 

I believe my organization is typical of many, and 
we are experiencing an all-out effort on the part of all 
employees to cut costs, and increase production. Most 
houses under construction and coming to completion 
reflect current efficiency, competitive bidding and ma 
terial costs without a trace of gray market in the prices 
Moreover, the builders, though they do not like to 
admit it, have shaved their margin of profit. More 
amenities are being built into the finished product, in 
the effort to overcome buyer hesitation. As long as this 
condition exists, new starts in the quality market will 
not take place. As soon as the present supply has been 
absorbed, prospective purchasers are going to find th 
bargain shelf bare. 


ERMIT me to quote from a recent statement by 
the President of the National Association of Home 
Builders, Rodney Lockwood: 

“Anyone who contends that we can expect any 
downward movement of any consequence in housing 
prices without first forcing the country into a depres 
sion of major proportions is siinply ignoring the plain 
history of American economics for the past hundred 
vears or more. Careful study of that history justifies 
the conclusion that housing costs will rise steadily 
during the next 10 vears. The upward movement may 
be reasonably slow but it will be steady. As a result, 
the purchaser of a new home will pay more dollars 
in the vears ahead than he would for a similar hous« 
today. An intervening recession would interrupt this 
upward trend; and during the recessional period, 
prices would probably be depressed below current 
levels, but this retreat in costs and prices would be 
only a temporary dip. 

“After recovery from such a temporary dip, costs 
and prices would speedily recover their pre-recession 
level and then resume an upward march. This is the 
unvarving record over the past one hundred years. 

“You will, no doubt, ask the questions: ‘Why do 
vou predict that new housing construction will rise in 
cost over the next ten years?’ The answer is: Because 
examination of historical guides, traditions and a 
survey of current trends indicates a steadily upward 
movement in the vears ahead with reference to the two 
major cost items in every house produced. These two 
items which add up to a majority percentage of every 
non-luxury sales price are labor and taxes. 

“There is nothing in recorded modern history to 
invalidate this theory, nor is there anything visible 
in current government or labor patterns to indicate 
a new historical trend. Thus, if the prospective hom« 
buver believes we will have no depression, he had 
better plan to build or buy his house now. If he 
believes we will experience a depression, and knows the 
exact date and duration, then he had better plan to 
build or buy his house then, for if he misses both the 
current market, and the depression (assuming that we 
actually have one, which is not at all certain) then he 
must reconcile himself to the idea of spending mor 
dollars when he does go house buying in the future.” 
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Every Third Person 


Is Your Prospect 


By EARL B. TECKEMEYER 


Part I 


ACK in 1947 trom his ivory 
tower in Indiana vour write! 
recalls intimating in several articles 
for the Journal that, come 1949, we 
might have to go out and sell again. 
\s late as six months ago such 
talk was considered heresy by all 
except the old-timers who have been 
through it before. Now, the topic 
at every. gathering of — realtors 


throughout the country concerns 


the state of the market or the lack 
of it; the trough into which ow 
hitherto prospering business has 


fallen; when are things going to 
pick up, and mainly, for each indi 
vidual, what can I do to be saved? 

The fact is, no disaster has be 
fallen us, nothing alarming has 
happened or is going to happen to 
crush us asunder and if we will stop 
a moment to think things through 
in terms of our knowledge of the 
can find that. silver 
lining. Let’s do that, here and now. 
Let's stop and think. 

First off, TE still think this is the 
greatest, grandest, exciting 
business in all the world. If 1 didn't 
think and feel that Pd get out of it 
right now. How do vou teel? And 
this despite anything and 
everything that can happen or has 
happened. Selling real estate really 
isn’t: work rather be 
doing something else and then it is 
the worst drudgery in all the world. 
So I believe the first thing for each 
individual to settle in the present 
unsettled market is whether or not 
he wants to hane on. It not, let go. 
If so, read on 


business we 


most 


Oo 
goes 


unless vou'd 


The harder times eet the greater 
the need tor the guy can 
REALLY sell. Almost anvbody can 
do it and do it successfully during 
times such as we have just: been 
through. T recall a young fellow 
who during the war was a real whiz 


who 
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not at real estate but the machine 
tool industry. He took on a new 
line of electric drills and one day 
when I happened to see him he 
burst out with the great news that 
he had had the best vear ever. 
“Why, Veckemever,” he said, “I 
sold 14,000 of those 14-inch drills 
just think of it, 14,000 of them.” 

Phat was a lot of drills all right 
but after) pausing a moment to 
think [ said, “Bill, people didn't 
want 14,000 drills,” and be 
lore TL could finish he was velling, 
“Wadda mean, they didn't want 
‘om, they bought ‘em, didn’t they? 
I sold ‘em, didn’t 1” 

“Bill,” To said, “vou know what. 
Those people wanted 14 inch holes 
and thev had to buy the drills. You 
didn't sell ‘em. They bought what 
those drills would do for them 
made '4 inch holes.” | think he 
caught on. 

We both know men in our busi 
ness salesmen, so called 
have never really sold anvthing in 
their lives. They have never called 
on a prospect; prospects called on 
them. They have never really pre 
sented a sales argument. Phev spent 
their time saving that they 
sorry and that they would let the 
prospect know when anvthing came 
in. They ran an ad and then waited 
to separate the takers. “Vhat’s all 
over now. Success in today’s market 
means, IT think, that we are going 
to have to forget just about all we 
learned in the past six or seven 
vears. Not a soul who reads this can 
deny we haven't been selling. 

Great alwavs do 
their best under pressure. They are 
like baseball plavers, football play 
prize fighters. When the 
money is down and the chips are 


thos¢ 


who 


were 


salesmen 


era, ol 


on the line; that is when they really 
show their worth That's where 
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skill counts. They are champs. 


think of our market this 
Today we have the greatest 
pile of money stacked up in savings 
accounts in the history of America. 
People aren't broke; they are just 
cautious; wanting greater value and 
holding off waiting for things to 
come down. The banks report 155 
million in such accounts. They also 
say — and this is the important part 

70 per cent of our people own 10 
per cent of that money while 30 
per cent of our people own 90 per 
cent ol it. So what? Just this. Those 
figures mean that when you pass 
three people on the street two of 
them have $300.00 to spend while 
the third fellow (vour customer) 
has $5,600.00. Can vou pick him 
out: 

Statistics show that two-thirds of 
all the sales made in America are 
made by one-third of the salesmen. 
We need to get over in that one 
third really make things 
hum unless | can't figure 
things correctly that margin is 4 to 
1. Why is that Simply because the 
one-third are trained; they. study 
and work and develop while the 
other two-thirds just roll along and 


Evei 
wav? 


class to 
because 


take what comes. 

\ vear ago we had trouble get 
ting listings to sell. Today it’s 
trouble getting listings we CAN 
sell. Mavbe we had better analyze 
that while we're about it, because 
that state of affairs is mostly out 
own fault. 

The demand for real estate is al 


wavs and everlastingly intense. It 
never slackens. It is temporarily in 
activated now and then by the in 
ability of those needing it or want 
ing it to do anything about thei 
desires, but the demand is always 
there; it never There is 
always that inner urge, that intense 


CCASCS. 
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desire to own a home or seck real 
estate as a safe haven of refuge for 
funds. Then why do we have a 
slow market? Well, several reasons, 
but one of the foremost in my mind 
is that our business today is being 
influenced more by economists who 
issuc propaganda statements, Crys 
tal gazers, chart makers, map draw- 
ers and mystics than by logic, reason 
and facts. There is a vast potential 
market, an intense demand with 
but one difference over a year 
ago. COMPETITION FOR THE 
BUYERS DOLLAR HAS RE 
TURNED. 

In periods of prosperity lending 
institutions make our market scem 
more prosperous than it really is 





Two Questions of the Month 


1. When prospects say, 
“1 think I'll wait — prices are coming down” 
What do YOU say? 


2. When owners say, 
“You can have the listing at (naming a fancy price)’ 
What do YOU say? 


HEN prospects say they think theyll wait for lower prices, | 

point out that more than 65 per cent of the cost of a house, 
new or old, is in labor,” a West Coast developer-builder told a 
Journal reporter in an interview. “Then T turn the question around 
to him, and ask, ‘What do vou think, are wages coming down? You 
tell me.’ Invariably they sav ‘No, and they're right. In our city the 
unions are still asking for increases.” 


| “When a man says to me he thinks he'll wait for lower prices, 

| because they loosen up and aid a South Carolina realtor explained, “I say, “How old are you?’ 
| more deals by larger loans. When Suppose he says he’s 55, I savy, ‘You've got about 15 more years of 
there is a slackening they withdraw life expectancy, on the average. You've got 15 more years to enjoy 
| too far and make conditions seem a home of your own. If vou wait a vear, you'll have only 14 more 

worse than they really are. vears. What are you going to gain by waiting?’ 

| Our market is unorganized and “When a buver says he thinks he can buy cheaper in six months,” 
scattered. Unlike radios or washers said an Ohio realtor, “he usually savs it after I have shown him 
we can't move what we have to sell several houses, including one which fits his needs splendidly. So I 
from a dull market to a live one. talk about that house. ‘I have no way of knowing whether or not 
Even in a single city there may be we'll have a house which suits vour needs as well as that house six 
| a boom market for one type of real menths from now, or a vear from now,’ I sav to him. ‘Could be we 





estate while all others are in the 
doldrums. There is no national 
market with a mass system of buy 
ers to stabilize prices cither up on 
down. For any given piece of real 
estate there are actually very few 
potential buyers and for any pros 
pective purchaser there are actually 
very few properties that exactly 
satisfy his wants. In reality, then, 
the real estate market is actualiv a 
large number of separate markets. 

All of us have ideas. The curse 
of almost any salesman’s career is 
that he fails to act. He lets his ideas 
die on the vine. He somehow thinks 
it the idea was any good someone 
else would have had it and used it 
long before and so he does nothing. 
Phere is triumph for the man who 
acts; who does something about his 
ideas. In this business every day is 
judgment day — use a lot of it. 

To overcome the handicaps in 
today’s market, I think that we 
must analvze the market in our 
community in the light of the in 
formation about the market which 
we can gather. Only then are we 


will. But vou may be taking a big chance. Besides, there’s no assur 
ance the price level is going down very much. If it does, it will be 
in keeping with the value of the dollar. You're not buying a hous« 
on speculation. You're buying it as a home. You will pay out in 
rent or in monthly payments on an unsatisfactory home as much in 
the next six months or a vear as vou could possibly save on any 
possible decline in prices.” Incidentally, whenever we sell a property 
which another prospect did not buy, we send that prospect a letter 
about it. Often he'll come back.” 


7HEN ] 20 alter listings,” said a New York state realtor, “and I 

can't bring the owner out of the clouds on the price, 1 talk 
about the automobile market. T point out how a few months ago 
they were selling used cars for higher prices than brand new cars 
Phat was because of scarcity. I tell the owner that a parallel exists 
in real estate. The scarcity premium has gone. We're back down to 
values.” 

“When an owner says he wants SNNXX (a tancy price) tor his 
house, I sav, ‘I don’t blame vou’,” suggested a mid-western realtor 
“IT would like to get that: price, too, if 1 were you. But I 
don't think it has that value on today’s market. Phe way to find out 
is for us to make a thorough estimate and analysis. We'll measure 
it, compare it with other sale prices, and analyze it thoroughly 
We'll do all that as part of our exclusive listing service. It will cost 
vou nothing extra.” 

John Wagner, in his article in last month’s issue, uses the homely 
illustration, “If you want to catch mice, you've got to put the bait 
within smelling distance.” Earl Teckemever, writing to the Journal, 
savs he is recommending to fancy-price-conscious owners that they 








| ready to build a new sales program have a neutral party appraise the house. “lll give you a list of 

geared to the times and the temper expert appraisers in the city, and you pick any of them. PI pay the 
ament of the customers we are fee.” 

| likely to come up against. 

{ To start off we can figure out 

| wavs and means to spend more time — | see to meet it is to work a Litth too long, so there'll be more in this 
selling the seller on the facts about’ more diligently on showing the © series. Just remember. A realtor 

| the market to get the listing down — seller why that fictional price he — should be like a pertectly cast be 

| out of the clouds or not get it at all. had in mind isn’t to be had. There no matter how we strike him he 

| Everything else is coming down; it) are many other things we can do to ring true. We're being struck now 
is a trend in the buyer's thinking — be saved. ‘Vo trv to tell about all of we're being tested. How will we 

that must be met and the only way them on one piece would drag out | sound? 
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CONTRACT 


riger Realty Company, Realtors, 


Walnut Street 


Kansas City, Missour 





orms Smooth Path To Sales 





Pictured left is a Criger loan bro- 
kerage contract. The 5 x 8 inch 
contract is easily filled out, and 
easily understood by every client 


Closing statement provides debit, 
credit columns to speed determi- 
nation of the seller’s extra expenses 




















| AILY comprehensive salesman 

reports . . . closing statements 
that are simple to draw up and 
simple to understand . . . account 
ing forms that climinate contusion 

. exchange listings on the nation 
wide scene, and exclusive listings 
on the local... are methods used 
by the Criger Realty Company, 
Kansas City, to attract and hold 
new business. 

\fter experimentation with vari 
ous types of contracts, the Criger 
Company developed and now uses 
an exclusive agency contract that 
carries the firm name at the top of 
the form to identify firmly the 
company in the mind of the owner. 
The form is easy to read, and is free 
of fine print. A check list descrip 
tion of the property Is provided at 
the bottom of the form in two 
widely spaced columns. Successful 
use of this individualized form has 
convinced the company that it is 
preferable to the usual standard 
contracts. 

In order to keep a running ac 
count of the number of calls made 
by their salesmen, Criger Realty 


IS 


Example of Criger ad which brought 
‘ | hundreds of inquiries from both 
: coasts to their Kansas City office 


CRIGER REALTY Company 
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from Maine To California” 
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REALTORS 
917 Walnut, Kansas City, Missouri 
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uses a daily sales report. Divided 
into three columns, the form pro 
vides space for the names, addresses, 
and phone numbers of those vis 
ited, the subject discussed, and the 
comment of the calling salesman. 
The form enables the company to 
visualize clearly the progress made 
on any transaction, and gives the 
sales manager the opportunity to 
assist salesmen who are having diffi 
culty closing the deal by themselves. 
Salesmen are also encouraged to 
bring prospects into the office so 
that other personnel may help pro 
mote the sale. 

Differing from the wide practice 
of obtaining financing free of 
charge for a prospect, the Criger 
Company charges the usual broket 
age tee for this service. A special 
loan brokerage contract was de 
signed for this purpose. Purchased 
In quantities of 500-1,000, the con 
tracts authorize the company to ne 
gotiate a loan, and receive a com 
mission for placing the loan when 
and if it is) obtained. Contract 
period is lor 60 days 

Closing statements have been 
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simplified, and the procedure re 
garding them modified to eliminate 
contusion on the part of buyer and 
seller. Savs C. L. Criger, manager, 
“We omit showing on the buver's 
copy of the statement the figures 
which apply only to the seller and 
vice versa. The closing statement is 
designed to permit the accumula 
tion of cash items only at the bot 
tom in the seller's credit column, 
then, by adding the various ex 
pense items payable by the seller 
and deductible from the seller's 
proceeds, we casily arrive at the 
net amount pavable to him. These 
expenses are, of course, over and 
above the amount necessary to 
cover the sale contract itself.” 

As well as its unusually effective 
office forms, the Criger Company 
secks business over the country 
through the use of exchange list 
ings, and advertising. One such ad 
bearing the company’s slogan, “We 
buy, sell and exchange from Maine 
to California” appearing in’ the 
Kansas City Pelephone Directors 
received several hundred: responses 
from points all over the nation. 
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How can tomorrow’s apartments provide a solution to our increas- 
ingly complex shelter problems? The author suggests several 
provocative ideas . . . tenants should rent floor space, flexible 
through the use of demountable partitions and built-in furniture 
... all furnishings should be included, even down to kitchenware 


and linen . . . complete housekeeping services should be provided 
ems 7 eee a a * 
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| ew Horizons in Apartment House Design 











By E. H. GUEST 


President, Nuroco Woodwork, New Rochelie, New York 


i be apartment house is basically a mongrel. It is, 
in effect, not much more than a stack of dwellings 
sharing only a front door, a heating system (not 
always that), and a landlord. 

Where does it go from here? Does it remain the 
social misfit, the unfulfilled dream boat that it now 
appears to be? Or does it exercise its vast potential 
to provide an unusual and effective solution to ou 
increasingly complex shelter problem? 

If it does (and there are many indications that it 
will), the job of managing such properties will be 
infinitely more difficult, more demanding than it is 
even in our harrassed present. 

Several factors are altering our conception of what 
we want from shelter. One is housework, which is a 
growing irritant in the lives of many women. Two is 
big business and big government which are making 
nomads out of a lot of peopl who used to pick out 
one place and stay there. Three is the matter of space 

sometimes we need it, sometimes we don’t; most of 
us are getting impatient with walls that won't move 
and rooms that won't stretch. 

Now, if we lav these three social yardsticks up 
against our run-ol-the-mill apartment house, we'll find 
that it just doesn’t measure up. It does precious little 
to reduce housework. It mostly ignores the fellow who 
lights, only to take flight again. And it doesn’t even 
know what a flexible plan is. 

With a slightly changed attitude about service — a 
course of study of what modern home architects are 
doing (and their clients are liking), the apartment 
house builder, owner, and manager might very easily 
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come up with the same answers that we believe will 
make the multiple dwelling into a new-day castle 
And, as a matter of fact, we think the future of the 
first class apartment lies somewhere between thos 
of the private house and the hotel. (And we don't 
mean apartment hotel.) 

l'ake housework, for example. Women don’t want 
to be tied down to kitchens and dustpans. They don't 
want to be cooped up in confining quarters with 
themselves, restless husbands, or small children. Why 
can't the apartment owner provide trained cleaning, 
cooking and shopping services by the hour, day o1 
week, then, to relieve these women of the repeated 
tedium of tending a house? 

How about furnishings? Many young couples, just 
starting out, can't afford to furnish a house complet 
lv. Others don't want to. Still others can’t do it be 
cause they're the touch-and-go type. Yet, there are 
the dozens of pieces of kitchen ware, linens, curtains 
draperies, rugs and furniture that compose the fu 
nishing of the average home. We can't help asking, 
if people will rent living space, won't they also rent 
living facilities — especially if they can rent as much, 
or as little, as they need or desire? 

But the big problem and one which apartments 
as they are now designed and built can't solve 
is the problem of space-compression. In private dwell 
ing design, there is a growing use of duo-purposé 
rooms. Whenever possible, one room 1s mad to do 
the work of two: there is the living-dining room, the 
living-bedroom, the hobby-recreation room, the study 
guest room. Such labels are not new labels on old 
bottles; they have been specially designed to do both 
jobs well. 

To make such duo-use rooms function better, ar 


(Please turn to page 49) 
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HOW TO SELL 
WITH MODEL HOMES 


DO get the names of all visitors 


DON'T fail to keep your houses in immaculate condition 
DO regard all visitors as prospects 

DON'T plan your advertising on a hit-or-miss basis 

DO erect unusual, colorful signs to ‘‘pull’’ prospects 


DON'T expect your salesmen to sell unless they know their 


product 


DO stimulate a competitive spirit among your salesmen 
DON'T fail to show behind-the-wall construction 


DO show what can be done to decorate the interior 
DON'T accost visitors too abruptly 


DO offer premiums for names of prospects 


These do’s and dont’s are only a few of those contained in this 
article, a case study of the current successful selling methods being 
used by Fritz Burns in his 2,000-home development ‘Panorama 
City.’ Whether you’re bui'ding 15 or 100 homes for sale, you'll 
want to read this study of how to spearhead your selling on today’s 
market by attracting prospects to dramatized model homes 





Well-planned newspaper advertising, colorful signs, direct: mail campaigns are a few 
of the factors which bring crowds to model homes. Each visitor is a prespect — now 


or later — or he wouldn't take time out for 
Visitors or license numbers of cars are obtained so literature can be sent as follow-up 


0 


a visit, says Fritz’ Burns. 





YELLING homes should be based 
Ss on the same successful tech 
niques which built the automobil« 
and appliance businesses to their 
present proportions ... the select 
ing and training of — prospects 
through eve-appeal, and then hard 
hitting, systematic and persistent 
follow-through to get the orders. 

Who can estimate the vast num 
ber of automobiles which have been 
sold as the result of seeds of desire 
first planted by the display of beau 
tiful cars with spotlights shining on 
them in dealers’ showrooms! Who 
has not felt.a sense of dissatisfaction 
with his own car after looking at 
a gleaming new model and resolved 
to someday own one? Similarly, an 
attractive, well-planned mode | 
home can spearhead vour selling 
campaign. 

Phere are many problems in 
volved with the selling advantages 
ol showing model homes, so. the 
JOURNAL went to Real Estate 
Builder Fritz Burns, creator of Pan 
orama City near Los Angeles, Cali 
fornia, to obtain the latest and most 
successful methods now being used 
to sell his homes. Though Panora 
ma City is a large development, 
planned to include more than two 
thousand homes, similar techniques 
can be used by the real estate build 
er of 15, 50, or 100 homes. 

No one can drive into this de 
velopment without undergoing a 
barrage of selling power. Every ap 
proach to the 400-acre tract is forti 
fied with model homes, signs, and 
salesmen’s stations. Of the 24 model 
homes, six are furnished, 16 are “as 
delivered,” and two are “construc 
tion models” . all thronged on 
Sunday when there are 1,500) to 
000 visitors to the tract. Mr. Burns 
says that apart from their function 
al values in demonstrating the qual 
itv of the houses, this large number 
of models would justify their cost 
simply because they invite peopl 
in they warm them up so that 
they ask questions they keep 
them on the property longer. 

In the six furnished models, an 
effort is made to appeal to all tastes 
Three homes are furnished in mod 
ern, one in period, one is all maple, 
and one knotty pine. A great deal 
of emphasis is put on accessories 
such as draperies and pictures, and 
interior decorators from the depart 
ment store furnishing the houses 
are given a free hand with colors 
and arrangement. 

\ hostess is maintained ino each 
furnished model to answer ques 
tions about the house and furnish 
ings and to protect the latter. “The 
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Spetights illuminate the model homes at 
prospects. The homes are landscaped, kept 
hostesses. Each prosvect is asked to inspect one of 


ight, draw many 








of 





the thousands of 


1 immaculate condition by porters and 
the “As Delivered” models before 


buying so he will know exactly what is included in the purchase price of his home 





Two censtruction models are placed at strategic points to help sell prospects on the 
durability and quality of the basic construction. Salesmen are stationed at these houses 
to point out various features which cannot be seen after completion. Note the neat 
appearance of the grounds — nothing to detract prospects from construction features 


hostesses are generally between 27 
and 35 and are then 
personality and appearance not 
of the flapper type, 
manager says, “One 
though = sh« 
house.” 


chosen for 


but, as the sales 
who looks as 
knows how to keep 


Hostesses are given preliminary 
training so that thev can discuss 
both the furnishings and the qual 
itics ol However, 
when anyone shows particular in 
terest in the houses, the 
calls one of the salesmen. No orders 
for furniture are taken, but pros 
pects are directed to the store. 

Phe model homes are kept open 
from noon to 9 p.m. on weekdays 
and from 10 a.m. to 9 p.m. on Satur 
davs and Sundays. On weekends, 


these houses. 


hostess 
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the hostesses work in two. shifts: 
from 10 to 2 and 2 to % “Let the 
supper dishes go” is the suggestion 
in the advertising, urging peopl 
who cannot visit the models during 
the day to come in the evening. 
All of the model homes are main 
tained in immaculate condition at 
all times. W.C. Rodd, Burns’ direc 
tor of public says, “A 
model home can be a liability in 
stead of an 


relations, 


unless constant 
Vigilance and painstaking care are 
exercised in its maintenance and 
operation. An untidy house, a dis 
interested hostess can discourage a 


asset 


prospect and lose a sale. Although 
the houses are thoroughly, cleaned 
each morning by a porter, each 


hostess is equipped with a broom 
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and dust cloth and it is her respon 
sibility to keep her house spotless 
during the day 

The furnished models are made 
to stand out by attractive signs and 
are spotlighted at night so that 
people can casily find 
Phe lots are planted with 
lawns, shrubs, and flowers. The ex 


them (sec 


photos) 


terion appearance is om every way 
just as pleasing as the interior view 
ol the houses 

secause the furnished models 
are painted, wallpapered, and 
equipped with many items which 
built-in 
furnished models are maimtained to 


prevent 


may resemble pieces, un 
becoming 
what they 
in the standard house 


prospects from 
contused as to exactly 
will TOCCCIVE 
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A tack map, showing former addresses of families who have purchased homes in the 
development, enables the builder to analyze territories, concentrate his advertising in 
newspapers which reach the most prospects in those areas which proved to be best 


Every salesman has instructions 
that, before closing a sale, his pros 
pect must be taken through one ol 
these models to avoid any misun 
derstandings. 

lo show visitors the soundness olf 
basic construction, two houses are 
maintained in the framing. stage. 
They aflord visitors the opportun 
itv to see how floors, walls, and 
ceilings are built and to inspect 
other parts which are hidden when 
the house is completed. Salesmen 
use these houses to discuss structur 
al aspects and point out quality 
COMStPUCTION to prospects. 

Signs can be found at all ap 
proaches to the tract and in front 
ot all the model homes. They are 
painted in bright colors on various 
types of material and have a variety 
of shapes ranging from the ordinary 
to the huge arrow and the candy 
cane used during the Christmas 
scason 

\dvertising in the Saturday and 
Sunday building sections of the 
local newspapers is the Keystone ol 
the advertising program. Most of 
the ads are three or four columns 
in width, 15 or 20 inches deep. Both 
metropolitan and small community 
papers are used. 

In order to determine where to 
concentrate advertising and_ sales 
cHlort, Mr. Burns recently had two 

tack maps” made to analyze | 
former address and 2) emplovment 
address of purchasers. A tack was 
stuck into the map of the Los An 
gcles area representing cach pur 


percentage of the buyers came trom 
the San Fernando Valley in which 
the tract is located. It was reasoned 
that these peopl knew the Valley 
and liked it and that there were 
more of these people to be brought 
from densely populated parts ol 
the Vallev. It was found that a sub 
stantial percentage also came from 
metropolitan Los Angeles and 
therefore it was necessary to use the 
big newspapers to reach more like 
them 

Emplovment addresses revealed 
that about one-third of the buvers 
were emploved in the Valley, an 
other one-third in Hollywood, the 








Certificate for Nursery Stock 





* * 


Each purchaser is given 10 free trees, 
shrubs, or plants if he fills out the above, 
gives names of 10 possible prospects 


remainder in downtown Los An 
ecles. This indicated that the ma 
jority. like to live close to their 
employment but, due to the fine 
transportation from downtown Los 
Angeles and the new freeway under 
construction, a great many peopl 
are willing to drive 15 or more 
miles to work cach day in order to 
enjoy the advantages of Valley liv 
ing 

Getting the prospects into the 
project and getting them interested 
via advertising, signs, and model 
homes is, of course, only the first 
step they must be sold. Selling 
homes today is becoming a competi 








chaser on each of the above cate 
gories. With respect to former ad 


Although complete furnishings are often too expensive for the average buyer, it gives 
the prospect an idea of what can be done to make a small home beautiful and livable. 
dresses, it was found that a large Furniture stores usually will cooperate by helping decorate, even use tie-in advertising 
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tive job, so it requires knowledge 
of the product, sales ability of the 
highest order, and dogged follow 
through. 

The Panorama City sales force 
consists of 25 regular men, who are 
on the job all week, and 12 addi 
tional men on Sunday only. These 
men are divided into five crews 
with a crew manager over cach. 
Phe crew manager's job is to super 
visc the work of his men, sec that 
they are at the stations assigned o1 
doing the follow-through work 
signed, and to help them close sales. 

Salesmen are on a commission 
basis and crew managers receive an 
over-ride commission on the work 
of their crews. The entire force is 
under the supervision of a_ sales 
manager. 

Salesmen are trained and are re 
quired to know their houses thor 
oughly. They have to see quality so 
they must be able to point out 
items superior to competitors. Sales 
meetings are held each morning, 
sometimes addressed by a technical 
man who answers about construc 
tion and keeps the organization up 
to date on changes and improve 
ments, sometimes addressed by Mr. 
Burns who discusses sales angles 
and selling techniques. Actual ex 
perience of the men, reasons for 
having lost sales, ways in) which 
sales were made are brought out 
and discussed 

During the week about half of 






the sales force is stationed at stra 
tegic points throughout the tract 
where they can keep the model 
homes and main streets in’ view 
The other half is following up 
leads and creating prospects. On 
Sundays, all of the men are on duty 
in the project. 

Salesmen are instructed not to be 
too abrupt in approaching pros 
pects. Generally they do not accost 
visitors until they have had an op 
portunity to see one of the homes 
and perhaps have indicated their 
interest to a hostess or friend. The 
older men are permitted to close 
prospects, but the newer men take 
them to the crew managers. Desks 
are set up in some of the garages 
and houses for final paper work. 

Joseph Schulte, Burns’ director 
ol research, says, “Salesmen are re 
quired to get the names and ad 
dresses of all visitors to the tract on 
the theory that anvone who takes 
time to visit the project must have 
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some interest in buying, now o1 
later. If they cannot get the names 
they take the license number ot 
the automobiles. 

During the week, hall of the 
sales force is occupied following 
up or creating prospects. Leads are 
obtained in many ways. Each pei 
son who buys a home is asked 
fill in a “Certificate for Nursery 
Stock,” giving the names of 10 
acquaintances who may be inte 
ested in purchasing homes. This 
certificate entitles the owner to 10 
trees, shrubs, or plants. Later, this 
same owner is asked for three addi 
tional names and receives a box of 
stationery imprinted with the nam¢ 
“Panorama City.” 

When a house is sold, the sales 
man gets the former address of the 
buver, checks the reverse telephone 
book and gets the names of 10 or 
20 people in that neighborhood. A 
business reply card is sent to thes 


(Please turn to page 44) 













Colorful signs in various shapes, from the ordinary type to large arrows and candy 
canes, are an important part of attracting visitors to the project. Signs are placed at all 
approaches to the development, in front of all model homes. Note the emphasis on price 
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POF Realty Ad Writers 


N Cleveland not long ago a group of homes that 
should appeal to the low income group were not 
selling. They had been advertised, but still no buvers. 
\n analysis of the ads indicated that the copy was 
trite, unimaginative, inaccurate, and dull. The realtor 
finally in charge of selling them sat down and wrot 
this copy: 
NOT A PALACE 
A good place to live, though, for people 
who want to get ahead in a good resi- 
dential district. 


The realtor in charge, Joseph Porath, writes, “The 
results of this new ad were astounding. The properties 
which could not be moved in three months were all 
sold over one week end.” 

How to make your ads pull is important to the home 
builder as well as to the broker. 

To get a compendium of opinions, the Journal 
asked half a dozen leading classified advertising man 
agers and an equal number of experienced brokers to 
tell us what they thought is most important in writing 
real estate advertising. Their answers named most 
frequently these cight’ points: Avoid exaggerated 
claims, avoid trite phrases, tell a few bad points, give 
the general location of the property carly in the ad, 
use brand names, avoid unfamiliar abbreviations, go 
easy on humor, and name the features of the house 
with most appeal. 

The need for sincerity, for avoidance of exaggei 
ated claims and trite phrases, was common to all 
answers to the panel discussion 

Said C. M. Carroll, classified advertising manager 
for the New York Times, “We once had an advertiser 
who wrote beautiful, flowery copy, but it lacked some 
thing. I think perhaps it just missed because it didn't 
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sound sincere. 1 asked him how his ads were pulling, 
and he replied that they hadn't brought much of a 
response, but that he didn’t mind too much becausc 
he got such a kick out of writing them. If you want 
to write for vour own amusement, that’s one thing, 
but if you want your ads to bring you customers, you 
can't ignore the fundamentals of selling.” 

lo be sincere is, in most cases, to be frank. Anthony 
1. Powderly, classified advertising manager of the 
Rochester, New York Democrat Chronicle, put it this 
wav, “One thing that many real estate advertisers 
forget is that truth advertisements have sold homes, 
and have had a tremendous pulling power. Those are 
the advertisements that mention the fact that the place 
needs paint, plumbing, the lawn is in bad shape, the 
garage door off, or anv of the million things that have 
to be done. Human nature, being what it is, makes 
people answer and buy from ads of this sort.” 

The Journal survey finds that most everyone agrees 
that a good ad should begin with the location of the 
property. It is a good idea, most of the panel agreed 
to identify the neighborhood. Locate the house in 
the reader's mind in relation to some well-known 
building, church, school, or park... make the reader 
see himself and his familv at home in Wimbly Terrace, 
or Riverview Heights. He'll have a harder time visual 
iving “1985 Eastern Road,” than if vou sav “on Eastern 
Road, one block trom ‘Triangle Park.’ 

Morton J. A. McDonald, classified advertising 
manager for the Oakland ‘Tribune, Oakland, Cali 
fornia says, “Every news story answers six questions, 
\ real estate story (a real estate ad) should first state 
where. That is not the final and determining factor, 
of course, but it is the first step to acceptance ... toa 
sale. Evervone has a preference for a district, an area 

near work, near school. It may be known for its 
gardens or its glamour, Many newspapers classify 
realty by areas rather than as a type of property. Even 
so, such a location as ‘Edendale Heights’ is too vague 
Better sav something like ‘near Edendale High, on 
Iwo blocks from St. Patrick’s Parish School. This 
will mean something to vour readers.” 

Phe panel, especially the members of the press, held 
that the use of brand names, names of nationally ad 
vertised) products and materials had too long been 
neglected in classified advertising. Although a trend 
was observed toward their use, the panel telt- that 
brand names could and would do a veoman’s service 
in improving the pull of classified ads. 

Several of our experts noted that people are looking 
for more than a house when they read real estate 
sections. They want a home, and all that implies 
They are looking for quality that justifies the expendi 
ture of a sizeable amount of money, possibly a life's 
savings. Through the use of quality brand names, 
names with which they are familiar, an ad may trans 
form indifference into action. And in using brand 
names, a realtor is making use of the experience, cash 
outlay, and promotion campaigns of some of this 
country’s largest manufacturers. 

\s Mr. Powderly, Rochester Democrat Chronicl 
said, “If the manulacturer thinks cnough of his prod 
uct to spend millions of dollars advertising it, why 
shouldn't the real estate broker ... for a few cents... 
get a tree ride?” 

Abbreviations in classified ads were taboo in most 
of our panel. Although the most familiar abbrevia 
tions were considered acceptable, there was a gencral 
fecling that the use of abbreviations was, on the whole, 
being “penny wise, pound foolish.” Said Mr. Carroll, 
New York Times, “Many an ad has lost a good deal 
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of its punch, because the advertiser tried to conserve 
space by using such enigmatic abbreviations as ‘HWH’ 
for hot water heat. An abbreviation which may seem 
perfectly clear to you may be completely unintelligible 
to the reader.” 

Almost all of those polled expressed an aversion to 
such words as “beautiful,” “spacious,” “roomy,” “at 
tractive,” and “perfect.” According to the panel such 
expressions are not only trite and ineffective, but may 
actually destroy the possibilities of a sale. 

In expressing this idea, Mr. Porath, realtor, said, 
“Today's paper shows the following adjectives: Lovely, 
Dandy, Nice, Outstanding, Good size, Ideal, Fine, 
lerrific, Bargain, Dream, Excellent, Elegant . . . all 
meaningless words. The trouble is that not only do 
they convey nothing definite to the prospective buyer, 
but in the majority of cases the prospect conjures up 
a home much better than the one being offered. As a 
result there is usually a letdown, and sales are lost 
even if the property may be worth the price.” 

In place of these hackneyed phrases there was sup 
port of such expressions as “gleaming white,” “a com 
lortable place for two,” a vard big enough to 
enjoy, and small enough to keep up,” “.. . with tall 
elms and a promising garden plot,” with paint, 
t house to live in, and be proud of.” Centered around 
the idea of informing the prospect about the housé 
while at the same time creating a sense of future like 
in it, the panel suggested that more time be spent in 
writing classified ads, more thought given to words 
that form word-pictures in the imaginations of the 
reader. 

Said Henry H. Robinson, realtor, Adams-Cates 
Company, Atlanta, Georgia, “I think a lot of time 
and a lot of money is being wasted because insufficient 
time and thought is given to the writing of ads. We 
trv to have a deadline . . . ads must be prepared by a 
certain time. In this way, time can be allotted to the 
writing ... and a better job accomplished.” 

In answer to the question, “Should ads be humorous, 
or light in tone?” came a qualified “No.” Ads that have 
a sense of humor can be very successful, but more 
often they are “corny.” Our panel seemed to think 
that those who are capable of getting just the right 
balance between the comic, and the serious are in a 
minority. A humorous twist, if not done well, may 
easily lead a prospect to think that the property ad 
vertised is, after all, not too much of a serious matter. 

On the other hand, a warning was sounded against 
advertising copy that was too dull, too listless to hold 
or kindle the reader's interest. One realtor, Tom 
Rooney, said that he had success with humorous ads 
when dealing with a property that was run down, in 
need of repairs. 

Some of the best advice on how to write effective 
advertising copy received by the Journal in its poll 
came from Karl Nations, classified advertising man 
iger of the Washington Post, Washington, D. C. Said 
Mr. Nations, “Search for the APPEAL in properties 
vou advertise. Is it price, location, convenience? Is it 
a combination of many factors? Try to find them all 
before vou write your copy. Make a list of appeal 
items, arrange them in orderly and logical sequence. 
Next, decide in your own mind what kind of person 
is vour best prospect for this particular property 
Which of the appeal features are most likely to 
activate his or her buving instinct? 

Write vour copy directly to that prospect. Write it 
in simple words, but make it as interesting and 
attractive as possible avoiding, of course, any 
exagecration o1 musrepresentavion, 
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A After its 10-day trip through assembly-line 
home is moved onto a tricycle moving dolly and transported 
directly to the buyer's lot to be set on a prepared foundation 


From Builder 


0 Buyer... 
Complete 


Assembly-Line Homes 














A Emerging trom the shed at right « 


10-day trip to completion. Plumbing, 


in the house second from left. Windows, 





AFR COMPUTE Hone 


'Mebilhome ( 


mown S6Ore 


s, halfway through their 





Roof is being finished on this $8,550 three-bedroom home. The 
» is connected to a gas line by a flexible cou- 
pling hose to keep the house heated for workmen’s comfort v 





| S delivered complete, ready to 
live in, directly to the buver’s 
lot only ten davs after the buver 
has selected his home from five 
basic mod Is 

In just 10 davs, the buver’s selec 
tion evolves into a home by passing 
along a 600-fo0t assembly — ling 
where framing is built, floors and 
roof are laid, utilities installed, the 
home completed Then, by means 
ol jacks, ramps, rollers, the com 
pleted home Is transported by a 
tricvcle moving dolly to the buver’s 
site where a foundation has been 
prepared. Within a lew hours, after 
utilities have been connected, the 
buver 1s ready to move in 

One-, two, and three-bedroom 
homes, ranging in price from $4700 
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to $8550, are now being constructed 
at the rate of one a day through 
this assembly line method of Mobil- 
home Corporation in Bakersfield, 
California. In the 12 other cities 
where the idea is in operation, 
prices may vary, depending on the 
heating plant required. But the 
price includes delivery to the site, 
heating, wiring, plumbing, con 
crete foundation and sidewalks. 
Ihe homes range in size from 24 x 
24 feet to 26 x 44 feet. 

Prospective home owners have 
five basic models to choose trom 
which incorporate various color 
schemes and design variations. Af- 
ter selection, construction begins at 
the covered end of the assembly 
line. Heavy, pre-cut floor joists are 
laid across two parallel steel beams. 
In shops beside the assembly line, 
cabinet makers begin work on the 
built-ins. Plumbers begin the cop- 
per pipe fitting, while a sub-con- 
tractor prepares the buyer's lot for 
the concrete foundation. 

Alter the joists are laid and the 
central plumbing core installed, 
oak flooring is laid over a platform 
of criss-crossed steel bands. Next 
the floor is sanded, protective paper 
is laid to cover the floor, and the 
house begins to move. 

The walls, braced and nailed in 
patterns on huge tables, are lifted 
into place by an overhead joist, 
rafters go up, roof sheathing boards 
are added, and window jambs fitted. 
By this time construction has be 
gun on two more houses and two 
others have been completed. 

Wood shingles are nailed, the 
wiring (in flexible cable) and the 
gas furnace installed, the roof laid. 
The house now emerges from 
the shed to the open half of the 
assembly line where wall surfaces 
are finished, pre-painted windows 
set in place, and bathroom and 
kitchen tile, plumbing, cabinet 
work installed. 

In the four days left for comple 
tion, the house receives bathroom 
fixtures, water heater, hardware, 
final coats of paint, floor finish. 
Then the house is ready for the 
trip to the buyer's lot where, by 
this time, the foundation is readv. 
The moving dolly goes under the 
house at the end of the assembly 
line, floor joists are braced solidly, 
and a truck tows the structure to 
its destination. 

At the lot, a winch, temporary 
ramp, rollers, and jacks are utilized 
to put the house on the foundation. 
Water, electricity, gas connections 
are made, and the home is ready 
for occupancy 
after the buyer signed the papers. 
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Bring Your Sales Information Up to Date 


By VINCENT P. BRADLEY 


Trenton, New Jersey 


HEN did vou last check youn 
listings in your office for a 
complete review? The last week of 
last vear and the first week of this 
vear, we reviewed every exclusive, 
ordinary information card using 
the following questions, with the 
hope that we might have our mer 
chandise in up-to-the-minute shape: 
“Have vou decided, Mr. Jones, 
to take a little less for the property 
we have had listed for sale? 

“Any change in the interior? 
Have vou done any papering o1 
painting since we showed it last? 

“By the wavy, have any other 
houses in your block sold lately? 
Oh, they have? That many? ‘To 
whom? Did you hear how much So 
and So paid? Who bought it? Where 
did the owne1 go do you know? 

“While we are talking about it, 
mav I ask if vou have changed your 
financing plan any? Oh, vou will 
take a mortgage? Oh, you won't 
take a mortgage? 

“How about the question of pos 
session?” (That is rather important 
nowadays. You will learn that they 
will probably give you a more 
definite date for possession.) 

Other questions asked that are 
important: 

“Do vou have any extras for us to 
include now when we trv to sell the 
property?” Then you may discover 
that they have put in a Bendix and 
they will let it go with the property 
for the same price. And they may 
even cut the price besides. Som« 
may have put in oil burners or 
space heating equipment. Others 
may have papered throughout, be 
ing weary about waiting for a sale 
that didn’t come. Another may 
have painted the exterior. 

But the most astonishing infor 
mation vou will receive will be the 
number of sales that have been 
made, and for prices you have 
been telling people other peopl 
wouldn't pay. 

Very startled, too, will vou be 
when vou learn the number who 
now do not want to sell their prop 
erty, who so badly wanted to sell 
last vear. Why? Well, thev have 
been looking at newly built houses, 
and they tell vou very frankly that 
they cannot get as much for thei 
money as they have in their good 
used house, and therefore they are 
going to keep it. 
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Others, owning investment prop 
erty, will shock you with increased 
income, better financing plans, and 
new leases effected. Others will tell 
you frankly that they want moreé 
money, and why. 


But out of it all, when these ques 
tions are properly answered and the 
information recorded, you will 
have every listing in your office 
signed, ordinary or information 
card — up-to-the-minute with inton 
mation that will open up for your 
lounging salesmen avenues of new 
opportunities a surprising 
amount of pay dirt information 
that almost overnight will make 
sales for vou which vou felt could 
not be made. 


I rather feel that hereafter we 
will do this every three months in 
our office, instead of every. six 
months, because of the fine produc 
tion it has vielded of the very in 
formation we needed 


And, vou krow, when you are 
through doing that, vou go out of 
the role of conjecturer, a surmiser, 
know-it-all (when most of us 
know so little). You will really go 
out of the role of a surface-scratch 
er, and you will know more inti 
mately evervthing vou have for 
sale than vou have ever known b« 
fore. And that makes vou better 
equipped, as it does also the mem 
bers of vour office staff, to sell 


Joern Attacks Rent Law 
N MALL property owners will 1 
S | 


ceive little, ifany, relief through 
the “fair net operating income’ 
formula announced recently on the 
basis of the new rent law, savs 
Charles E. Joern, real estate builder 
of Chicago and chairman of the 
rent decontrol subcommittee of the 
Realtor’s Washington Committee 
Mr. Joern lists these owners’ objec 
tions: petition for relief requires 
cost records on all major repairs 
and replacements made during thi 
1939-1946, vears s« 


lected as basis for calculating fain 


last 20° vears: 
income, consist of three and one 
half vears of “bad times,” four and 
one-half vears of rent control 
nothing has been done to compen 
sate for the changing value of the 
dollar. 





oo oma The Effect of Occupancy on 


_ IS unnecessary for me to re- 
mind you of the progress which 
has been made in the science of real 
estate appraising during the last 
two decades. The de pression of the 
30’s discredited many of the ap 
praisal practices and assumptions 
of the 20's, plunging the profession 
of real estate appraising into an in- 
tense period of self-examination, 
sending it forth in search of more 
reliable criteria of value. The re 
sults of this search have been fruit- 
ful. 

The field of real estate apprais 
ing in which much remains to be 
done is in the realm of the intangi 
ble, the human factor as it affects 
value. It is an excitil field to 
contemplate. 

I do not mean to imply that we 
have heretofore ignored the human 
factor. We recognized its impor 
tance in analvzing what we call the 
quality of income. We recognize it 
in constantly counseling that the 
application of tables and formulas 
and theories of appraising be tem 
pered with common sense. How 
ever, it has been largely a negative 
recognition, an admission — that 
there exists an intangible factor 
growing out of philosophical fun 
damentals and human _— nature 
which, being unable to measure, we 
leave to our instinctive judgment 
which we call our common sense. 

The broker deals not with “an” 
owner but with “the” owner to 
whom a specific price may have an 
attraction greater or less than it 
would have for a hypothetical aver 
age seller. Thus it is that broker 
appraisers are required to make 
greater studies of the specific prob 
lems of buver and seller than may 
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be necessary on. the part ol mort 
gage appraisers. Thus the quality 
of occupancy, whether that of own 
er or lessee, is of great importance 
to the broker appraiser who ts ap 
praising for investment purchase 
Those of us who are appraising 
primarily for investment purposes 
have probably wrestled with = this 
problem more than those who are 
appraising for mortgage loan pu 
poses. Exccedingly competitive con 
ditions which prevail both in’ the 
field of real estate loans and invest 
ment have placed a premium upon 
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Great advancements have been made in weighing the factors which 
reflect trends of property value and demand. But too often, the 
human factor and its eect upon values is overlooked. The author 
enumerates six considerations to determine the quality of occu- 
pancy — experience, supervision, ability, financial and social 
responsibility, future plans. By recognizing these considerations, 
the appraiser can judge quality of occupancy enhancing value 


this particular evaluation. The di 
minishing return from mortgage 
loans and investments in property 
leased to well known chain stores 
or corporations which have achiey 
ed public acceptance as to the qual 
ity of occupancy which they repre 
sent, forces the investor or lender to 
give consideration to property o¢ 
cupied by individual owners or ten- 
ants who may not have impressive 
printed annual reports or a long 
history of successtul operation, yet 
whose liabilities may be well with- 
in the proper ratio to assets and 
whose probability of success may 
be excellent. How can they be rec 
ognized? 

I will enumerate six considera 
tions which I believe are guides to 
determining the quality of occu 
pancy where individuals or family 
corporations are involved. I do not 
claim they are inclusive nor do | 
wish to appear too precise or pro 
found in advocating them. ‘They 
are offered as being indicative. 

The first consideration I would 
list is, “Has the individual the 
proper basic experience and a good 
formal education?” There is an old 
adage, “You cannot teach what you 
do not know. You cannot lead 
where you cannot go.” The indi 
vidual who has a good formal edu 
cation and who began at the bottom 
and worked his way up has the best 
foundation for successful manage 
ment. The practical experience is 
essential to understand the prob 
lems of each process involved in the 
business. However, formal educa 
tion enables men to adapt them 
selves more readily to new and 
novel conditions. So-called practical 
men do well as long as conditions 
prevail which existed at the time 
they learned the business. They 
aften lack the adaptability which is 
possessed by men with a better for 
mal education. I recall the many 
real estate and mortgage loan firms 
operated by practical men of limit 
ed education during the 20's. When 
the depression came they seemed 
unable to comprehend what had 
happened, and thus were unable to 
adjust themselves to it. Men who 
had had a good formal education in 
addition to practical experience ex 
celled in meeting this test of adap 
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tation. Second: “Does the business 
enjoy on-the job proprietor supe! 
Visioneye 

The third consideration is, “Has 
the individual demonstrated ability 
to succeed in a normally competi 
tive situation? Is it an inherited 
business?” A great difference in the 
quality of occupancy is reflected in 
an insurance business built by a 
man who came into the communits 
a stranger, established his own 
friendships and proved the value 
of his own counsel, as compare d to 
a business assembled quickly by a 
young man taking over a business 
which his father-in-law had devel 
oped. We have many industrial 
firms today that grew up as wat 
contractors. They have not yet 
proved their ability to meet normal 
competition either as to merchan 
dising or production: costs, although 
they mav have converted with ap 
parent success to pt acetime manu 
facturing 

Here is the fourth consideration, 
“Is the business based upon a qual 
ity or cut-rate service oF product?” 
It is important in evaluating the 
quality ol occupancy to be able to 
judge the likelihood of a proprietor 
“sweating out” the adverse periods 
which come in business operations 
The proprietor who is content to 
run a cut-rate business reflects a 
mercenary sense that has over 
whelmed his personal pride. He 
cannot be proud of the pine boards, 
the adulteration of products and 
deterioration of service which is 
involved in a cut-rate operation. 
He can be proud only of the profit 
which it produces. This profit urge 
becomes so vreat, the quality ol 
service or product falls below mini 
mum standards and patronage is 
lost. When the operation becomes 
unprofitable, the lack of personal 
pride prompts the individual to 
make use of all the known devices 
for rendering his occupancy unde 
sirable, preparatory to his negotia 
tions for a release from his just 
liability of occupancy 

As a fifth consideration I would 
suggest, “Does the individual have 
a sense of social responsibility? 
This has to do with the obligation 
which he feels toward his fellows 

(Please turn to page 44 





















































Ranch-type homes like those shown here are being built in 
Saddle-Wood Hills by Tandy & Allen, builders of Hillsdale, 
New Jersey. The homes are priced from $13,500 to $50,000, 
constructed on landscaped lots of one-quarter of an acre or larger 
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e Homes Our Readers Are Building 





* Saddle-Wood Hills 


TINHIRTY of a projected 600 
homes have just been com 
pleted by Tandy & Allen, builders, 
at Hillsdale, New Jersey. The de 
velopment, called Saddle-Wood 
Hills, will be in construction for 
approximately five years. 

The homes are five, six and seven 
room ranch type bungalows rang 
ing in price from $13,500 to $50, 
000. Placed in carefully landscaped 
settings, the houses have lots of once 
fourth acre or larger. 

A typical house has rough dimen 
sions of 48 x 57 feet with two mas 
ter bedrooms, a den or guest room, 
a combination living and dining 
room, a kitchen-laundry, garage, 
bath and lavatory. Built-in linen 
and china cabinets, and large ward 
robe closets are attractive selling 
features in these stone, brick on 
frame homes. Westinghouse o1 
General Electric kitchens are used 
throughout. 

No two houses are identical in 
construction, and houses of — the 
same general architectural design 
are spaced apart. The development 
is classified in two sections; one de 
voted to moderately priced ranch 
houses, the other to custom built 
homes. 

All Saddle-Wood homes have fuil 
basements, plaste r ceilings, walls... 
with the exception of specially des 
ignated rooms which are finished 
in hard wood paneling. All homes 
have fieldstone, wood Colonial or 
brick fireplaces, steel door-frames, 
double plate glass picture windows, 
and aluminum casements. Purchase 
price of the homes includes land 
scaping, trees, and such built-in 
units as bookcases, china cabinets, 
and breakfast nooks. 

The topography of the develop 
ment lends itself to winding, iy 
regularly-directed streets. The plans 
of the homes in the proje ct, and the 
use of land were studied by the 
Urban Land Institute, A. D. Allen 
disclosed, and received praise fon 
originality and organization. 

Vithin 45 minutes of New York, 
the development is located within 
one mile of shopping, school, and 
church facilities. 
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* Tinley Park Project 
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VAPE Cod houses .. . 500 of them 

A... is the answer of A. A. Lewis 
& Company to the housing short 
age. More than 200 of the large 
number planned have been com 
pleted by Mr. Lewis in ‘Tinley 
Park, Illinois. 

The houses are trame, two-bed 
room, one-and-a-half story dwell 
ings, with a pine paneled stairway 
leading to two “future” bedrooms. 


pnt CULLING, tabrication, 
and partial assembly in a pet 
manent shop is a system that en 
ables James \ Rooney, Albany, 
New York to build a quality five 
room house for S9600. 

All framing members are cut in 
the shop. Interior closets and stairs 
are tabricated, and windows aré 
framed and primed. Interior doors 
are hung in jambs in advance ol 
need. Along with such construction 


* Pre-cutting, and Partial Assem- 
bly Used by J. A. Rooney 
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Priced at $10,000 to $11,000, the 
homes are gas and oil fired. With 
an overall dimension of 25 x 30 
feet, the houses are built on 60 x 
135-loot lots. 

Marolite asphalt tile has been 
used throughout the first level. All 
Parkside homes are equipped with 
Harrison steel cabinets, sinks, and 
hot water heaters. United States 
Gypsum products have been used 


techniques, Mr. Rooney utilizes 
carclul job) supervision, and pre 
construction planning to keep his 
five-house rate moving smoothly. 

Building at present in Colonie, 
i suburb of Albany, Mr. Rooney's 
26 x 36-foot houses are placed on 
lots that average 60 feet. Designed 
to give ample, but compact living 
areas (living room is 10 x 15 feet, 
master bedroom, 10 x 12), the 
homes have a floor area of 720 teet 


for walls and roofing, Sherwin 
Williams paint has been used in 
side and out 

Mr. Lewis says that the popu 
larity of the project is in’ large 


MCASUure duc to its convenicnt sub 
urban location, the amount of frec 
space available for children’s play 
area, and the proximity of churches, 
schools, parks, and recreational 
facilities. 


Included in the price of — the 
home are General Kitchen cabinets, 
Hart & Crouse forced warm ait 
furnaces, Briggs plumbing fixtures, 
electric water heater, and lot. Fi 
nanced through FHA Tithe 2 in 
sured morteaces, each Roones 
home is equipped with tile bath, 
weatherstripped windows, 44-inch 
cedar siding or cedar shingles, and 
oak floors. Three basic floor plans 
are used in construction 
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By GEORGE F. ANDERSON 


te Forcible Entry & Detainer 
Act, sec. 2, provides: “The pea 
son entitled to the possession of 
lands or tenements may be restored 
thereto in the manner hereafter 
provided.” That litthke word “Re 
stored” has provoked considerable 
litigation. Construing the word 
literally, one cannot be “restored” 
to a thing that one has never been 
possession of, but the courts have 
refused to adopt such a literal in 
terpretation. 

For the low down, we turn to 
the case of Personal Home Mort 
gage Co. vs Seegrin, 275 App. 419, 
where the plaintiff was an assignee 
under an assignment of rents, and 
brought the suit in that capacity, 
never having been in possession. 
‘The court said: “We hold that only 
in cases brought under clause i of 
section 2 of the act is actual prion 
possession of the plaintiff indispen 
sable. Only in such cases is the 
action essentially one for reposses 
sion where proof of a former ‘pedis 
possessio’ by plaintifl is necessary. 

“The instant su:t is based on 
clause 4 of section 2 to the Forcible 


Entrv & Detainer Act... and sec 
tion 8 of the Landlord & Tenant 
Act... which are in pari materia. 


After an extended search we find 
no case in the books in which an 
action based on these two sections, 
or anv one of them, is held to be 
limited to plaintiffs who thereto 
fore have been in actual physical 
possession of the premises. We hold 
that the plaintiff is not precluded 
by the fact from maintaining its 
suit, and the judgment of the trial 
court is therefore affirmed. 
Clause | referred to is: “When a 
forcible entry is made thereon.” 
Ihe reason for distinguishing 
clause 1, is probably historical, 
based on the English Statute ol 
F.E. & D., which was a criminal 
statute based on a forcible entry 
upon the possession of the owner. 


|' YOU are in possession of real 
estate, Claiming ownership, and 
I also claim ownership, we cannot 
trv out our titles in a F.E. & D. 
suit. The appropriate action is 
eyectment. There may be a situa 
tion, however, where the plaintiff 
may be entitled to possession, al 
though he may not be entitled to 
ownership. If you were in posses 
sion of real estate, claiming owner 
ship, and I also claimed ownership, 
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If you are “entitled” to a property, but have not taken possession, 


you have the courts in your favor in a case of forcible entry .. . 


but there are some tricky considerations. Or if you take possession 


of a property to which you claim ownership in the absence of the 


contending party, you have some very definite responsibilities. 


What is your legal position in either case? Here is the answer 


and one fine dav when vou were 
out of town IT moved in and took 
possession, vou would be entitled 
to possession, although you may 
not be able to establish title. In 
such a situation it would be my 
duty to surrender possession before 
isserting my tithe, and if T did not 
do so, Vou could recovel posse ssion 
ina F.BE. & D. suit. 

In the case of Thomasson. vs 
Wilson, 146 TIL. 384, the court said 
It is no answer to say, that a de 
tention of the premises by appel 
lant, alter demand in writing to 
surrender them up, was not un 
lawlul because he entered under 
and held by virtue of a superior 
tithe. What may be proved may be 
disproved, and if defendant be per 
mitted to show that he entered un 


der superior title, the plaintiff may, 


by evidence, overcome such prool, 


and thus tne title be involved. This, 
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as we have seen, cannot be done in 
forcible detainer proceeding In 
such cases, the right of posse ssion, 
only, is in controversy. Every de 
tention of the premises, after d 
mand duly made, by persons who 
have intruded into possession of 
another, becomes an unlawful de 
tention, within the meaning of this 
statute, however peaceably the en 
trv mav have been made. 

“We are of the opinion that 
when appellant refused and neg 
lected to surrender posse ssion ol 
the premises to appellee after ck 
mand in writing, the detention was 
unlawful. If he has title to the 
property he cannot be permitted to 
assert it in this form of action, but 
must restore the Possession Wrong 
fully taken from the tenant of the 
appellee, place her in status quo, 
and then in some appropriate pro 
ceeding assert his title.” 
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EFFICIENT OFFICE LAYOUT 


Usually a long narrow office resembles a shotgun barrel, totally lacking 
in character and closely resembling factory-type operation. Not so in the 
new Ralph Hunt real estate offices in Studio City, California, which 


afford ideas for other realtors with offices of similar dimensions 





€ Located in a new commercial center, 


the two-story Hunt offices have a com 














plete glass frontage of 25 feet and a 6 


foot lighted canopy over the entire front 








of the building. The first floor comprises 
2130 square feet, with an 86-foot depth 
The second floor adds 1800 square feet and 
accommodates two secretaries, 18 sales peo 
ple, and a meeting area for up to 150 
people. In order to provide a parking lot 


for 600 cars, the river behind the com 
















mercial center was moved back 259 yard 


JSINESS 


Looking into the building, the left wall > 
curves inward and an overhead soffit con 
forms to the walls, gradually sloping from 
the ceiling to a point two-thirds of the 
way back in the building. This serves as 
a point of interest. In the manager’s office, 


near the rear of the building, one wall 





has been glassed completely, has traverse 
draperies which, when pulled, reveal a 
sizable patio enclosed by six-foot paneling 


and equipped with modern furnishings 












<€ The left 


switchboard is located on the 


Behind 








in front of a ladies’ powder room 
the curved partition is the manager's of 


hice. In front of this is the sales manager's 














office, filing area, and air conditioning 





plant. Notice that the desks have been 
paired and shielded by a wooden panel 
type shield to give them uniformity 
Shelves for telephones bring the desks out 
from the wall to provide space for waste 


baskets and books of listings. The last 












room on the first floor is a den-study, 








colorfully decorated, which is used for 








research and conferences with clients 


Effect of Occupancy — 


(Continued from page 39 


A good clue is the extent to which 
he shares his time and money in 
community projects, such as a 
church, the community chest or 
chamber of commerce. His partici 
pation in these activities indicates 
his appreciation of the fact no man 
can live unto himself. In following 
this clue it is important to distin 
guish between participation in such 
activities for reasons ol personal 
publicity, resulting in the neglect 
of one’s business, and participation 
in them as an expression of a sin 
cere desire to do one’s share in the 
collective work of the community. 
The distinction is usually obvious 
to any discerning person. The im 
portance of this consideration is 
twofold. A person who possesses 
such a sense of responsibility will 
regard seriously his mortgage o1 
leasehold obligations. He also will 
recognize his employer obligation 
to his employees. This will result 
in more congenial working condi- 
tions and better compensation, im 
portant factors in the probable suc- 
cess of anv business ent rprise. 


\ sixth and final consideration is, 
“Does the individual recognize his 


SET YOUR SITES FOR SALES! 


14 FURNISHED APTS 


MULT! ~ FAMILY APT HOUSE 25-ROOM HOUSE 15 ACRE PLOT 
10 BATHS PRIVATE ORIVEWAY & 
S CAR GARAGE 





SALESWISE REALTORS DEPEND ON 
ACME COMBINATION CORK AND 


own mortality and the importance 
of training successor leadership?” 
Beware of the one-man organiza- 
tion wherein no one is being train- 
ed to assume the responsibilities of 
leadership. This is one of the com 
mon defects of small enterprises. 
\n employee of such an organiza- 
tion was being upbraided by the 
domineering proprictor for not 
having made a decision in the pro 
prietor’s absence. “Why didn’t you 
take the bull by the horns and go 
ahead?” the boss implored. “I 
couldn't, sir,” responded the em 
ployee, “the bull wasn’t here.” 


To summarize: It is my opinion 
the highest quality of occupancy is 
reflected in an individual or firm 
which shows an appropriate bal- 
ance between practical experience 
and formal education; enjoys on 
the-job proprietor supervision; has 
experienced normal competitive 
conditions; offers a quality service 
or product; manifests a sense of 
social responsibility; and is train- 
ing successor leadership. Such o¢ 
cupancy enhances the value of the 
property as an investment and 
widens the margin of security on 
mortgage financing. It deserves our 
thoughtful consideration as real es- 
tate appraisers. 





Model Homes — 

(Continued from page 33) 
people offering them a free illus 
trated booklet in color entitled, 
“How to Own Your Own Home 
the Easy Wavy.” 


Vo stimulate a competitive spirit, 
contests between the crews are al 
wavs in force. Each member of a 
crew selling the most houses during 
a week receives a prize. This brings 
about teamwork among members 
of the crews and a keen rivalry be 
tween crews. 


Mr. Rodd says, “The entire main 
tenance and manning of 24 model 
homes is costly, but we have found 
the job can be done in no othe 
wav. These homes create desire, 
bring forth comment which = fre 
quently gives the salesmen a cue as 
to how to pursue their sales argu 
ments, keep peopl on the project 
longer, thousands of visitors who 
otherwise might never visit the 
community. True, some of these 
are habitual ‘lookers’ and are not 
in the market for a house just now, 
but our sales philosophy is that 
evervone is a prospect now or 
later.” 
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Greater Value 
at 
Lower Cost 








CHANGEABLE LETTER BULLETIN BOARDS 


These boards are specially Cork Surfaced to make 
thumb tacking easy, yet firm. Cloth covering in 
green or black hides ugly thumb tack holes. Furnish- 
ed in variety of sizes, with or without changeable 
letter grooves at bottom. Frames can be furnished 
in any wood or metal finish. Write Dept. R-1 for 
details, sketches or photographs and prices. 


37 EAST 12" STREET 
» NEW YORK 3, N. Y. 


x |BULLETIN COMPANY 














By economical, streamlined modular construction 
Pollman Homes offers new low costs in a wide 
variety of attractive factory-built homes. Dis 
criminating real estate builders and developers 
are finding that Pollman Homes, built by experi- 
enced craftsmen, increases the prestige of their 
subdivisions. For further information, write to 


Pollman Homes 


Manufactured and Distributed by 


THYER MANUFACTURING CORP. 


2857 WAYNE STREET, TOLEDO 9, OHIO 
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By BERT V. TORNBORGH 
CPA Tax Consultant, New York 


COMMUNITY PROPERTY 
law of the State of Oregon has been 
repealed. 

SUBCONTRACTOR RECEIV 
ED INCOME in 1945, pursuant to 
contract requiring monthly esti 
mates to be made. On rece ipt, in 
1943, he sought to allocate the in 
come to 1941 and 1942, when he 
failed to make the required esti 
mates. Court ruled ‘no allocation 
to the earlier years, for tax pur 
poses 

REPAIR OUTLAYS of | lessec 
hotel company were required by 
Pax Court to be capitalized despiti 
fact that in an earlier vear Treasury 
had permitted deduction of similar 
expenditures. This way, recovery 
had to be made via depreciation 
charges against income. 

REASONABLE COMPENSA 
LION to officers of a family cor 
poration engaged in the air condi 
tioning business was issue before 
the ‘Tax Court. It was ruled that 
the salaries paid were not unreason 
able and were fully deductible 

HUSBAND AND WIFE were 
recognized as partners in the ranch 
ing business, for tax purposes, d 
spite absence of an express partner 
ship agreement. 

FARM LANDS were sold at gain 
and sellers sought to have it tax 
able in 1943, but Court found mort 
gage title insurance was obtained 
only in 1944, the vear when ab 
stract was also prepared for the 
Farm Security Administration, 
ruled latter the proper tax vear 

LAST WINTER'S BLIZZARDS 


caused much livestock and other 
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property damage. Treasury has re 
leased special statement to taxpay 
ers concerning deductibility of such 
losses. Ask for Information Service 
S LOLS. 


FORECLOSED REALITY was 
sold. It had been acquired by fore 
closure of paving liens. Court found 
the number of sales transactions 
and their continuity to be indica 
ting that “the property was held 
for sale in the ordinary course of 
business’, hence the income was 
fully taxable as ordinary income, 
not as capital gains, 

HUSBAND OWED LIEN for 
federal taxes. Such lien, ruled the 
Pexas Supreme Court, does not ex 
tend to a wife's interest in thei 
Pexas homestead 

ABANDONMENT LOSS was 
not allowed in case of taxpayers 
who inherited a half interest in a 
lot in 1937, their tax basis being 
$30,000. In 19435 they conveyed the 
lot to a bank by a quit claim deed 
in consideration for $100. Court 
said they did not really abandon 
the lot but sold it, and, further, 
that the loss was a capital loss only 
30°) recognizable for tax purposes. 

DRY AND SUNNY CLIMATI 
is olten a realtor’s stock in trade, 
ind rightly so. In that connection 
it is interesting to note that Tax 
Court ruled travel and living costs 
in connection with keeping a child 
in Arizona because of respiratory 
ailment as proper part of deduct 
ible medical expense 

FARM OPERATING LOSS was 
claimed by attorne, lax Court 
ruled them ‘not deductible’ as it 
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did not appear that he intended to 
use farm other than as a home in 
the country. No operating no 
operating loss. 


OFFICE SPACE WAS LEASED 
by a foreign corporation, from its 
U. S. subsidiary. It was occupied 
bv the secretary to the president ol 
the U. S. firm when performing 
certain services for the foreign cor 
poration For tax purposes, said 
the Court, this did not mean that 
the foreign company had an office 
or place of business within the U.S 


IN DEVELOPING A MINI 
Court found that in early stages 
monthly expenditures ran higher 
than the receipts. When this proc 
ess later reversed itself, and receipts 
exceed outlays, it was held that for 
this latter part of the period the 
receipts were really a non-taxabk 
return of capital. 

REAL ESTATE TAXES wer 
compromised, in accordance with 
local practice, by means of preat 
ranged bid alter state foreclosure 
The accrued tax liability in the 
books was then adjusted by elimi 
nating the compromise d part, there 
then remaining a technical possi 
bility of personal liability. Never 
theless, ruled the Court, the com 
promise resulted in income which 
was taxable. 

REAL ESTATE WAS AC 
OUIRED in consideration of can 
cellation of mortgage and question 
came up on what basis to compute 
loss on the transaction. ‘Treasury 
argued for a realty value of $4,100, 
but Court, on the facts, found a 
value of $18,000 
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ON THIS OPPORTUNITY! 


Right now . .. in spite of rising maintenance costs. . . 
in spite of extended rent controls . . . there’s a real oppor- 
tunity to increase the yield from income property. Impos- 
sible? Not at alll We can show you how. 

We're mortgage specialists. We know property financ- 
ing — as only specialists can. We have ways and means 
of finding hidd ibilities in existing mortgage 
contracts. 

For example, we can analyze any specific property, 
then recommend a program for revamping the financing 
in line with today’s conditions. We offer surprisingly low 
interest rates — lower than prevailed when older loans 
were written. As a result, you enjoy worthwhile annual 
savings . . , and a better yield! 

If you are an owner, this naturally means a better 
return on your investment. If you are a managing agent, 
it means a better record of earnings. If you are a building 
manager, it’s a chance to increase your personal income! 

Outlined here is but one of several ways we have of 
increasing the net income from investment properties. 
We'll gladly fell you about others — without obligation — 
upon hearing from you. ; 

The opportunity to refinance, on the favorable term 
we can now offer, may not last much longer. So, we urge 
you to write without delay. 





Please Address Dept. J. 


MG 
Remember.... YOU GET A 


BETTER DEAL WHEN YOU DEAL WITH 
MORTGAGE SPECIALISTS 


OVER THIRTY YEARS EXPERIENCE IN 
FINANCING APARTMENT HOUSES, OFFICE 
BUILDINGS AND COMMERCIAL PROPERTIES 


Leaders in Large Loans 
551 FIFTH AVE., NEW YORK 17, N.Y. : 
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PRODUCT PROGRESS 





New Scaffolding Marketed 
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\ new welded steel scatlolding is being mark: ted 
bv the Wilson-Albrecht Company, Minneapolis 

Features of the sectional scatlolding reviewed by 
the manutacturers are: a locking device that elimi 
nates wing nuts and threaded bolts, a built-in laddet 
that allows planking every 15 inches, interchange 
ibility 

\ walk-through type frame, the scatlolding has a 
six-Loot opening tor workinen who must operate in 
a standing position. Accessories such as ladder frames 
guard rails and posts, material hoists are available 
with the scatlold 

Lested tor 50 pounds per square loot live load with 
t safety factor of tour, the assembled scatholds carry 
1 6,000-pound load on fixed towers, and 1,000-pound 
load on moving towers 


Crane Offers Single-Unit Water System 

\ shallow-well jet water system, designed in’ one 
package, is now being marketed by the Crane Com 
pany, Chicago. The pump mechanism is inside the 
tank, and capacitor-type electric motor, pressure gauge 
and switch are externally mounted on the tank 


Phe pump, (trade name, Unimatic), is built in 4 


and !o hp sizes with tank capacities of 17 and 30 
gallons. Rated water-delivery capacities with a 15-foot 


suction litt range trom 230 to 110 


Storm Sash and Screen Unit 

\ new storm sash and screen unit, which provides 
t storm: sash panel for winter, and a scrcen unit fon 
summer, is now being manufactured by Carr, Adams 
© Collier Company, Bilt Well Woodwork, Dubuque, 
lowa Mack ol chemically tre ited Ponderosa pine, 
the lower screen panel interchay ges with the remove 
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able storm panel through the use of a simple hanger 
which is located at mid-point of the window cast 
ment. The hanger is designed with a sloping guid 
base which serves as a support, a hook, and a fastener, 
as well as a safety lock. Instead of hanging the screen 
from the top of the window, two steel dowels hold 
the top sash in position, and the storm sash or screen 
can be set in place separately, from inside the hous 


Night-and-Day Signs 

Real estate signs that work 24 hours a day tor then 
owners are now in production at the Herman Sign 
Company plant in St. Louis. Treated with Scotchlite 
the 16x 24-inch signs have strong reflecting properties 
reflect clearly the lights of passing cars or nearby oves 
head lights 

Available in any two-color combination, the signs 
are manutactured from heavy gauge non-rusting gal 
vanized metal or waterproofed plywood panels. Metal 
signs are processed to prevent flaking, or chipping. 
Wood panel signs are braced to prevent splitting, 
seasoned to prevent warping 


New Line of Adhesives, Sealers, Coatings Revealed 

\ new line of adhesives, sealers, and coatings for 
home builders was announced this month by the Min 
nesota Mining and Manutacturing Company, St. Paul 

Added to a complete line of adhesives tor floor and 
wall coverings, the new products . named “3M” 
Building Products... include tour coatings, one caulk- 
ing compound and one scaler. Among the adhesives 
are those designed for use with ceramic, rubber, glass 
tile and linoleum. 

Applicator items include four coatings, a water 
proof masonry sealer which is applied directly to walls, 
and a general caulking compound described as “99 
per cent solids, shrinkproot and permanently pliable 


Regulated Air Circulation 

\ new product, designed to climinate “high wall 
and “low wall” levels of warm air heating in homes 
and commercial buildings, has been announced b« 
Jones & Brown, Inc., 439 Sixth Avenue, Pittsburgh. 

Ihe new device, identified by the symbol RAC 
(Regulated Air Circulation), automatically regulates 
the volume of cold air ready tor distribution. This 
results in the elimination of sudden blasts of cold and 
hot air. 

Phe RAC Control is activated by a sensitive meta! 
cylinder installed in the warm air plenum and con 
nected to a damper in the cold air return by a cap 
illary tube contaiing a special fluid. In this way, the 
degree of heat in the plenum controls the supply of 
cold air ted into the heating system in pre-determined 
amounts, established by adjusting a simple dial 


Ingersoll Announces Panel Unit 


\ new panel utility unit, designed for use in low 
cost homes, has been released by the Ingersoll Divi 
sion of the Borg-Warner ¢ orporation, Chicago. 

Phe panel unit is composed of complete kitchen 
and bathroom fixtures and fittings built around a nar 
row, low wall core which contains a soi. and waste 
stack assembly ready for connection with underground 
stub lines. 

Manulactured to meet all local plumbing codes, the 
panel unit can be purchased with optional materials 
for traps, plugs, and waste lines for any special code 
requirement 


THOROSEALING YOUR MASONRY 
TO KEEP WATER OUT 
OF THE WALL- 


S VY 


\\ 


LAA 





MAKES NEW FRIENDS 
AND CUSTOMERS 


ALWAYS RECOMMEND 


THE THORO SYSTEM 


THOROSEAL. to fill & seal the surface 





QUICKSEAL . for a beautiful finish 





You'll make a true friend of your customer if you spe- 
cify The THORO System on his masonry throughout 
The THORO System has been gaining friends and 
more friends, for over 35 years until today it is known 
as the only real way of protection against rain and 
dampness that cause interior plaster problems and 
costly expense to the owner. The long-time users of 
THORO System products will advise there is only one 
protective solution to a water problem THE 
THORO SYSTEM. Order through your Lumber and 
Builders’ Supply Dealers. 







Get our 20-page brochure, pic- 
torially describing, in detail, 
“How To Do It.” It’s yours for 
the asking. — No. 140. 


Standard Dry Wall Products 
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Know Your Buyer 


By O. F. BARNHART 


San Gabriel, California 


THINK every real estate brok 
| er should be compelle d to spend 
at least one week, every year, Uving 
to buy a home, at a price, unde 
extreme duress. This would be a 
post-graduate course in selling. | 
know, you say, “Baloney!” Let me 
tell you my experience, then decide 
if it is. 

I have written ads from my 
standpoint. I have taken prospects 
out and tried to make them see my\ 
side completely ignorant of the 
tension and nerve wracking strain 
of their position. But, eventually, 
when I was in their shoes my phil 
osophy changed. In spite of the 
nervous tension, sleepless nights, 
and indigestion my two weeks ex 
perience was worth every jangling 
nerve-end., 

Suppose you were I. You had a 
nice business and suddenly vou are 
in bed with a doctor hanging on 
to every breath you take, expecting 
the next to be a final gasp. When 
finally you sit up this man points 
his finger at you and commands, 
“From here on out vou'll take it 
easy. Get rid of vour business, set 
tle down to a quiet life, and live 
a hundred.” My sunset had 

Under the circumstances 
just what would you have done? 


to be 
come. 


You would go ove! in your mind 
all the contingencies. You like real 
estate as a business. You like to see 
your material wealth pile up, but 


also like to see the 
hear vour wile’s voice and visit 
iriends. You like Mother Earth as a 
place to play, not as a place to 
sleep. Conseque ntly, we put a price 
on our property, found a ready 
buyer, and started out to find a 
new home. 


you SUNTISC, 


Ads seemed so alluring that we 
would quickly eat our breaktast so 
and buy the property 
we circled in the paper. At night 
we thought over what we had scen; 
shambles is a mild word for many 
of them. The more we saw. the 
further down our spirits went. As 
davs became weeks, we fran 
tic. We told brokers what we want 
ed, and they took us to places that 
didn’t, under any 
fit our needs. 


we could ee. 


were 


circumstances, 


We chose an area, then drove up 


one strect and down the next, 
stopping at “For Sale By Owner” 
sigths. I know property values as 


well as any broker, and when we 
went into those homes I was amaz 
ed at the fantastic prices asked. 
When I asked particulars about 
the propertics, | was disgusted at 


the errors the owners made. in 
square lootage, age, depth of lot, 
zone, etc. Believe me, the only fact 
1 believed was the house I saw. I 
knew whv those homes were not 
being sold by brokers; no self-re 


specting man would offer them at 
the prices the owners wanted, 


The more disappointments IT en 


countered the more I began to 


realize the difficulties of other buy 
ers, and felt sorry for them. As 
davs flashed by and our time for 


giving Posse sston Came nearer, Wwe 


seriously debated selling out 


NATIONAL REAL ESTATE SECTION 





NEED REAL ESTATE 


SIGNS 





FOR SALE 





SONEY L. PACHTER 


PHONE 2-939] 


WRITE DEPT. R.£.J. 
FOR COMPLETE DETAILS 
“WE SIGN THE NATION’ 


y= /IcTIVE DISPLAY ADV 


Chicago 3. I! 




















West 19th Stree? 





McTIGUE, M. R., 621 E. Las Olas Blvd., Fort 
Lauderdale, Florida. Sales, rentals, leases; prop- 
erty management; insurance; appraisal service 





METAL SIGNS 14 x 20, $.46 Each 
REALTORS SIGN SERVICE 
Box 1022 Greenville, S. 


FOR SALE — VIRGINIA 


( Broker’s co-operation invited 
Specializing in the sale of Colonial Homes and 
Plantations in all sections of Virginia. G 
LORRAINE, Law Building, Richmond (19), Va 


Training ror— 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 


Investigate our Home Study and Residential 
courses in Real Estate. Includes all phases 


of the business. G Approved. On-The- 
Job Trainees can take either course 
FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 





15 E. Pershing Rd. Kansas City 8, Mo. 
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cherished buying a 
trailer and living in one room. We, 
were actually thinking of doing 
what I had thought insane when 
my prospects mentioned it, but we 
were nearing the end of our rope. 


That night I sat down at my 
desk and did some deep thinking, 
then called brokers in every town 
and village for miles around Al 
hambra. Each of them told the 
story, “An cight to ten year 
old house, in good condition, and 
immediate possession, is almost im 


posse SSIONS, 


Sale 


possible to get.” We made up ou 
minds to visit them the tollowing 
day. The situation seemed utterly 
hopeless; we had just so much 
money and our chances of getting 
more slim indeed. It 
eithes what we had on 
feel the pinch of poverty. Such was 
fact, and we acce pted it. 


were was 


CONSECTVE 


I grabbed the paper the next 
morning, and turned quickly to 
classified. IT read an ad. It sounded 
vood, too good. l called and much 


to my astonishment I found an 
ownel whose house didn't have 
golden floors, diamond encrusted 


shingles nor Italian marble tile in 
the bath. I told what it did 
and did not have. We went to look, 
made an offer, and bought it. 


If vou and other broke: 
were compelled to do what I did I 
am convinced that vou, too, would 
better salesman. You would 
forget figures and find the emotion 
al side. You would dig into your 
prospect's mind, know what hx 
wanted, and help him buy it. You 
would torget yourself, think of the 
person seeking a home, under great 
stress, and endeavor to help him. 
You will overlook sharp answers, 
ignore them, and base your argu 
ment not so much on the physical 
aspects, as what the property can 
and will do for him. 


was 


every 


be a 


You will forget trends. You will 
be a servant to those who come to 
you seeking a home. You will tell 
the truth as you know it, telling 
both the bad and the good, there 
by making friends and they will 
bring others to vour door. You will 
lorget 
larger 
youl 


commissions in_ the 
you can render to 
When vou _ talk 
prospect exchange 
with him; think of my ex 
perience. Be sincere in attempting 
to serve him and he will recipro 
cate in kind. He will buy quickly 
when he finds what he wants; do 
hot attempt to Sell, help him Buy 


youl 
Service 
fellowman. 
with the next 


scats 


and you will wear diamonds he 
and his friends will gladly buy 
them for vou. 
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New Horizons — 


(Continued from page 29) 


chitects have resorted to the use of built-in furniture 
and storage units, which, because they occupy so littl 
floor space, help create more spacious areas. In addi 
tion, they have used folding walls and open planning 
to combine spaciousness with a sense of privacy. While 
common to every good house built today, such simpl 
clements are almost unknown in even the costliest of 
apartment buildings. 

\ fourth factor, the opposite of space-compression, 
is space-expansion. Familics have a habit of starting 
small, growing larger, and finally shrinking back to 
their original sizes. The well-planned home recognizes 
this fundamental principle. It makes it possible to 
build two rooms where only one grew before. It makes 
it possible to add wings, convert attics, or subdivide 
existing floor space to produce needed extra room. 
Phe well-planned apartment, however, could boast 
similar expansibleness, cither by means of demount 
able partitions, or with connecting doors, which might 
borrow unused rooms from neighboring suites. 

Now, then, we arrive at a picture of what might be 
the apartment of the future. 

First, it would offer comple te housekeeping SCrVICces. 
The tenant could buy as much or as little as he wished. 
Such services might include: window washing, hous« 
cleaning, laundering, shopping, baby. sitting, maid 
service, cooking. 


Built-In Furniture 

Second, it would contain a considerable amount of 
built-in furniture. ‘The living room would have built 
in desk, bookshelves, game closet, banquettes. Dining 
space would have a built-in table, china and linen 
storage. Bedrooms would have built-in chests, ward 
robes, bureaus, vanities, and possibly convertible day 
beds, as are found on modern cruise ships and in 
modern resort hotels. The only furniture the tenant 
would have to provide would be a few chairs, end 
tables, radio or television set. Even these might be 
rented from the building, together with Venetian 
blinds, curtains, draperies, rugs, linens and kitchen 
ware. 

By means of such well-tried devices as the con 
vertible day-bed, the folding wall and built-in wood 
work, our new-day apartment would have the flexi 
bility it has cried aloud for all these vears. 

Our last suggested improvement would require a 
basic rearrangement of plan and structure. It is based 
on the theory that when you rent office space, you 
usually can arrange your own partitions. The sam 
principle might be applied to apartment house rent 
ing. The tenant would rent floor space. The size and 
general layout would be influenced by the location 
of the bathroom (which would be enclosed), and the 
kitchen (which wouldn't). Then, by means of easily 
assembled partitions, many of which might contain 
the built-in units listed, above, the whole space could 
be tailored to meet his own special needs. If he later 
decided he needed more space, or fewer rooms, the 
change could be made with litthe work. And, by a 
judicious use of wet columns, (containing water and 
waste lines), it would be possible to add extra kitch 
ens and washing facilities with litthe trouble. Not the 
least of the many advantages of such a system would 
be the ease which an apartment could be converted 
from four-room suites to three-, five, six- or eight-room 
SUITCS. 
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GLO-SEALED 
“NAME-LITE” 
PROFESSIONAL MARKERS 


. me, “a | 
& f 4 
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R.M.HENDERSON 


1 7) ae NS 
INSURANCE 


OUTSTANDING FEATURES 


* Frame, all aluminum, satin-finished for lifetime 
durability. 





* Background, sheet aluminum with wrinkle finish 
enamel surface. 

* All letters are glossy white, 3” high, visible at 
200 feet. : 

* Letters covered with “Name-Lite” making name 
alive at night when car lights shine upon them. 
* Your full name on BOTH sides of marker, visible 

day AND night. 
* PANELS . (REAL ESTATE) on both sides, 
visible day and night. 
* Brackets are sturdy strip steel finished in glossy 
black. 
* Equipped with eye bolts and lag screws, ready 
for hanging. 
* Length of marker, 31” . .. Height, 6”. . . Bracket, 
36”x12”. 
*% Size of Panel . . . (REAL ESTATE) is 4”x28”. 
IMMEDIATE DELIVERY, PREPAID PARCEL POST IN U.S.A. 
ae + 4 3 ee oe eS 6 
Bracket $ 3.75 
Marker 9.95 
Panel 2.50 


Total $16.20 
Add 212% Sales Tax in California. Sorry, no C.O.D.’s. 
Also panels to cover PUBLIC ACCOUNTANT, TAX 
CONSULTANT, NOTARY PUBLIC, OFFICE 
ARROW. $2.50 each. Add 2'4% sales tax in California. 
HOW TO ORDER 
Marker is 30° net, inside. Limit names to 14 spaces. 
Punctuations are 1” wide. Letters M and W, 3” wide. All 
other letters, 2” wide. 
If not entirely satisfied, return complete sign within 5 
days and your money will be refunded in full. 


CUMM-LYNN CO. 


2350 E. SPRING . . . LONG BEACH, CALIF. 

















For The Most 
ATTRACTIVE 
EFFECTIVE 


SALES BUILDING 
REAL ESTATE 


EVER OFFERED 
Write Us Today 


Our 
Extremely LOW PRICES 
Will AMAZE YOU 





T ai 


















|) Remember he Name 


HIGH 
QUALITY 
LOW 
COST 

















The NUMBER ONE Signs 
Preferred By Thousands 


NOTE: Use Your Letterhead 
When Writing Us, Please. 





HERMAN SIGN COMPANY 


5353-55 Walsh Street 
St. Louis 9, Mo. 





AFFILIATE MEMBER 


Sr. Louts Reau Estate Boarp 








50 


ang Cs 








ELL... pessimism continues as 
\\ to the future of the country’s 
COCOONS by businessmen who can 
back as I948 tor 
then comparison of 1949) business 
activity. DPhese 


“Business is rotten,’ 


see only as tar 
same men who say 
have forgotten 
that a few vears ago we were sui 
mounting higher obstacles and 
solving tougher problems in so 
called “normal” periods. We can't 
help but remember a short) time 
ago when most businessmen were 
looking forward to the 
they 


when 
dullards 
from their employ, bring their ex 
penses more in-line 
clliciencs practices. 


seems to be 


Linnie 
could weed out the 


with pre-wat 
And Vet, there 
great cause for alarm 
when some companies are reported 
to be‘trimming their payrolls. 
Actually, Journal editors, in thei 
tours throughout the country, have 
found that many manufacturers 
are cutting back on their employ 
ment, but are maintaining above 
20 per cent of then pre-wal level 
of employment, which seems to be 
more of a shakedown to normalcy 
than anything else. In one plant, 
where a cut in employment was 


taking place, still leaving 4000 
more people on the payroll than in 
1941, an executive said that the 
company has sold) more retriges 


ators in one week last month than 
at anv time in the history of the 
company, 

Despite the predictions of so-call 
ed “economists” who sav we're in 
fora cle pre ssion one week and then 
prophesy prosperity the next, our 
industry isn’t Operated by a brain 
of its own that tells it to start and 
stop, but by human 
fostered by 


beings. De 
pressions are business 
pe SSTDLISIN bv mich who expected 
1949 to be a greater vear than 1948 


and a 


re depressed because it isn't 
not considering that business ts 
suill above those vears we called 


boom vears” a short time ago 


RCH Madden of Des Moines, 
chairman of NAREB'’s Com 
mittee on Civic Activities, deserves 
special recognition for the tremen 


June, 1949 


dous amount of work he has done 
In promoting CIVIC ACLIVILIES by real 
\s an example: in 
Massachusetts, the Cape Ann board 
is sponsoring a Home Owner's Club 
to promote interest in government 
activities affecting home ownership; 
in Oklahoma, the Muskogee board 


is sponsoring a student's essay con 


estate) boards 


test on the subject “Why Deal 
Through a Realtor?” In- Ilinots 
the ¢ hicago board sponsors an 


cight-week course on “How to Bus 
or Build a Home,” including such 
subjects as financing, construction 
in Kansas, the Salina board has set 
up a committee to help improve 
zoning Topeka 
board is working on the prospect 
of building an underground tunnel 
so. that children will not 
a dangerous trathi 


conditions, — the 


SC hool 
have to cross 
wal. 


TEWS Nibblings: In Nebraska, 
| first state to tree itself of rent 
controls, Nebraskan Ted Maenner, 
NAREB president, asked property 
owners and managers to set a good 
example for other states to follow, 


asked that rent raises be kept to 
levels that are justified by actual 
increases in operating costs. Maen 


ner paid tribute to the small prop 
erty owners for their “rapid and 
energetic Non-farm 
real estate mortgages for the first 
quarter ol 1949 dropped 10 pel 
cent from the same period last vear, 
but hit a substantial total of $2, 
127.000,000 


action 


Phe compilations, re 
Home sank 
limited to mortgages of 
$20,000, generally 
. One of the most interest 


ported by the Loan 
Soard, are 
less than home 
loans 


ing real estate transactions of lat« 


is the purchase of a 957-acre tract 
by the State of Marvland which 
will be “a wild waterfowl sanctuary 


and public shooting area.” 
a remarkable feat ib the 
State 


Quit 
Perrapin 
can do it Despite ctlorts 
at decentralization of manufactur 
ing installations, two-thirds of the 
establishments 


nation’s industrial 


today are concentrated in LO states 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ALBANY, N.Y. 
Picotte Realty, Inc 
20 Washington Ave 


@DENVER, COLO 
Garrett-Bromfield & 
Company 
Security Building 


e@DENVER, COLO 
V. J. Dunton Realty 


«a 
400-10 Midland Sav- 
ings 


@KNOXVILLFE, 
TENN 
Richards Real Estate 
Co 
722 Market St 


FOR EXPERT 


@ NEWARK, N.J 
Van Ness Corpora- 
tion, Realtors 


@NEW YORK, N.Y. 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in the 


U.S.A 


e@ FOLEDO, OHIO 


Schuster & Co 
George E. Schuster 
Gardner Building 


eWICHITA, KAN 
Russ Prater Com- 


pany 
137 North Main 


APPRAISAL SERVICE 


@COLUMBUS, OHIO 
William P. Zinn & 
Co 
37 North Third St 


@CONCORD, N.H 
William E. Slee 


Realtor - Appraiser 
oe ORANGE, 
J. 
lies K —— 
wat — Ene 


1 N. Harrison St 


@EUGENE, 
OREGON 
Clarence F. Hyde 

M.A.1.—S.R.A 


628 Willamette St 


@ MINNEAPOLIS, 
MINNESOTA 
Norman L. Newhall, 


M.A.I 
519 Marquette Ave 


@ MINNEAPOLIS, 
MINNESOTA 
J. F. Sutherland, 
M.A. 


17 East 24th Street 


@ NASHVILLE, 
TENNESSEE 
Biscoe Griffith Co 
—Since 1914— 
214 Union Street 

Tenn 


e@NEWARK, N.J 
Harry J. Stevens, 
Al 


478 Central Avenue 


@NEW YORK, N.Y 
Henry Waltemade, 


ne 
469 Fast 149 Street 


@NEW YORK, N.Y 
Scientific Appraisal 
Corporation 
7 East 42nd St 
$200 000 values and 
up only 


@ PHILADELPHIA, 
PA 

Richard J. Seltzer, 
M 


12 South 12th Street 


eST. LOUIS, MO. 
Otto J. Dickmann, 


1861 Railway Ex- 
change Bldg 


e@ TOLEDO, OHIO 
Howard W. Etchen, 
M.A.I 


Etchen-Lutz Co 





FOR IDEAL 


STORE LOCATIONS 


@ ALBANY, N.Y. 
Picotte Realty, Inc 
120 Washington Ave 


@AUGUSTA, GA. 
Sherman- “een 
Realty 
801 Broad Street 


e@ BALTIMORE, MD 
B. Howard Richards, 


nc 
Morris Bldg 


eCINCINNATI, 
OHIO 
— A. Cline, 


nc. 
1027 Enquirer Bldg 


@DES MOINES, IA. 
— Investment 


Rewil, Wholesale, 
Industrial 


@KANSAS CITY, 
MO 


Moseley & Company 
Retail, Wholesale, 
Industrial 
Suite 1111, Insur- 
ance Exch d 


@NEW ORLEANS, 
LA. 


Leo Fellman & Co 
829 Union Street 


@OKLAHOMA CITY, 
—¥ AHOMA 
Bradburn, 
Fiaatien Bidg. 


ooek. wu 
CITY, OKLA 
J. B. Klein, Inc 
804 Southwest Sec- 
ond St. Retail, 
Wholesale, Indus- 
tria 


@OKLAHOMACITY, 
OKLAHOMA 


Tom Pointer Co 
304 Local Bldg 


eST. LOUIS, MO 
Isaac T. Cook Co 
1818 Arcade Bldg 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave 

@ WASHINGTON, 
D.C 
Shannon & Luchs 

0. 
1505 H Street N.W 


FOR PROPERTY 
MANAGEMENT 


@ANDERSON, IND 
A. L. McKee, 
C.P.M 
Anderson Banking 
° 


eCOLUMBUS, OHIO 
William P. Zinn & 


Co 
37 North Third St 


@DENVER, COLO. 
Garrett-Bromfield & 
Company 
Security Building 


@DENVER, COLO. 
\V. J. Dunton Realty 


Co 
400-10 Midland Sav- 
ings Bldg. 


@DETROIT, MICH 
Kamil Management 


company 
704 Transportation 


Building 
Established 25 years 


a F KSONVILLE, 
FLORIDA 
Mal Haughton, Jr 
108 W. Bay Street 


@NEW ORLEANS, 
LA 


Charles A. Bourgeois 
4218 Iberville St. 


e TOLEDO, OHIO 
Schuster & Co. 
seorge E. Schuster 

Gardner Building 


@ TOPEKA, KAN. 
Greenwood Agency 
108 East Seventh St. 


FOR FARMS 


AND RANCHES 


@ DENVER, COLO. 
V. J. Dunton Realty 
Company 
400-10 Midland Sav- 
ings Bidg 


@LOS ANGELES, 
CALIF. 
Cc —_ atorate 
412 Ww. "éth Street 


@WALNUT RIDGE, 
ARK 





R. S. Choate 
201 W. Second St 





FOR CHAIN STORE 


LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St. 
“Specializing East- 
ern Penna.” 


eCOLUMBUS, OHIO 
William P. Zinn & 


0. 
37 North Third St 


@SCHENECTADY, 
N.Y. 


R. C. Blase, 
434 State St 


@ TOLEDO, OHIO 
™.s Al 41 pomee 


618- soe Siedicen Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALBANY, N.Y 
Picotte Realty, Inc 
120 Washington Ave 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilton St 
‘Specializing East- 
ern Penna.” 


@BATON ROUGE, 
LA 


George C. Chambers 
406 Rourain Bldx 


@COLU MBUS, OHIO 


William P. Zinn & 
Company 
37 North Third St 


@eCONNECTICUT 
AND VICINITY 
Nathan Herrup, Inc 
61 Allyn St 
Hartford 


eponcs 4 ITY, 
KANS 
see Hancock, Inc 
P.O. Bo 
eINGLEWOOD, 
CALIF 


Emerson W 
P.O. Box 555 


Dawson 


@KANSAS CITY, 
MISSOURI 
Moseley & Sane 
Retail, Wholesa 

Industrial 
Suite 1111, Insur- 
ance Exch. Bidg 


@OKLAHOMA 
CITY, OKLA 
J. B. Klein, Inc 
804 Southwest Sec- 
ond St. Retail, 


Wholesale, Indus- 
tria 


@OKLAHOMA CITY, 
OKLAHOMA 
Tom Pointer Co 
304 Local Bidg 


eST. LOUIS, MO 
Ouo ; Dickmann, 
M.A.I 


1861 Railway Ex- 
change Bidg 


eST. LOUIS, MO 


Henry R. a Sth 
Compa: LR 
318 North Fighth 


@SAN JOSE, CALIF 
Thos. L. Mitchell & 


Company 
97 E. Santa Clara St 


@SCHENECTADY, 
N.Y 


R. C. Blase 
434 State St. 





Additional lines 





Rates for Advertising 


In the “Consult These Specialists” 


Department: 
Per 
Issue 
2 lines 12 issues $3.00 
2 lines 6 issues $3.50 
2 lines less than 6 issues $4.00 


50 cents per issue 
No charge for city and state lines 



































WORLD'S FOREMOST 


MANUFACTURER OF 
BEAUTIFUL HOMES 


Distribution is through local, franchised, Gunnison Dealers whom we 


train to handle Sales, Financing, Erection and Service. 


Inquiries are invited from those having sound financial standing and 
excellent references. For complete Dealer information write to New 


Dealer Division No. 3, Gunnison Homes, Inc., New Albany, Ind. 


Zunnison Homey. 


UNITED STATES STEEL (US ) CORPORATION SUBSIDIARY 











